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RADIANT DESIGN 


" DEXTER | 


The Regal Line by Dexter includes 
this Radiant Design Tie Bolt Key-in- 
Knob Set, 5” backset, with cast 
escutcheon 7%" wide, 10” high. 
Available with pin or disc tumbler 
cylinder, deadlocking or spring latch. This new 
Dexter Lifetime Lock has solid brass 
exterior, cold-rolled steel interior parts. In standard 
or two-tone finishes. 


Knobs armored brass, steel reinforced. Lock 
reversible for any hand af door without disassembly. 
Requires only 1%" dia. hole through door. 
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Dexter Industries, Inc. Grand Rapids, Mich. 


In Canada: Dexter Lock Canada ltd., Guelph, Ontario 
In Mexico: Dexter Locks, Plata Elegante, S.A. de C.V., Mexico City 








“| even cut 
flashlight lenses out of 
scrap pieces of L-O-F” 


says FRANK W. SOMMERS, owner 
Sommers Hardware Store, 
Beverly Hills, Chicago, Ill. 


Mr. Sommers had just finished running several test-cuts on 
four well-known brands of single-strength glass, labeled A,B, 
C, and D. He had not been told which brand was which 
until after he had selected the one that was easiest to cut. 

He picked “‘C”’ every time--and “C” was L’O-F. In 
fact, more than 9 out of every 10 dealers who took the 
same test picked L’O-F. 

This L-O-F Window Glass gives you a smoother cut 
with no effort on the cutter,” said Mr. Sommers. “‘And if 
you have inexperienced fellows cutting glass, you can 
waste a lot of money if you don’t use L:O'F, ” 

L.-O-F Window Glass is easiest to cut into big or little 
pieces, angled or curved pieces. Even narrow 4” strips 
come off cleanly, with a light, easy stroke. 

L-O-F cuts easier because it is annealed more slowly 
and patiently. That makes it less brittle and more “even” 


in structure—so it’s a safer buy for your customers, too 
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Try the 
“Blindfold Test” 
Yourself! 


Cut L-O-F first, last, or in-between the 
other brands. Run any kind of a cut 
you want. You'll see why you have 
fewer bad cuts, less waste and more 
profit with L-O-F. 

Call your nearest L-O-F Distributor. 
These local businessmen are listed un- 


der “Glass” in the yellow pages of 
phone books in many principal cities. 
And send for your free booklet——'‘For 
Greater Profits in Window Glass”. 

Write Libbey-Owens-Ford Glass 
Company, 608 Madison Avenue, 
Toledo 3, Ohio. 


LIBBEY: OWENS FORD the casy-to-cut WINDOW GLASS 
GLASS 
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FREE ? Display rack helps 


sell more roofing materials! 


It’s a fact! Alert dealers are finding that the way 
to sell more roofing materials is to feature Kaiser 
Aluminum’s ten farm building plans. 


Now, with this FREE display rack you 
can put more impact into your selling and 
get an even bigger share of these sales. 


Your customers will be attracted by this 
eye-catching display — become interested 
in the plans—and thus, you have a better 
opportunity to explain the many advantages 
of Kaiser Aluminum over other roofing ma- 
terials. 


This sturdy, wire-frame unit is 19” square by 
61” deep—a convenient size for either your 
— counter or wall. Stiff divider cards with easy-to- 
am see tabs keep your plans in order—permit faster 
oe customer selection. Information sheets on each 
plan also can be filed behind these index inserts 

orm <r me and used for free handouts. There are extra slots 
Kacser Alvminom for current Kaiser Aluminum roofing literature. 
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KAISER ALUMINUM & CHEMICAL SALES, INC. 
Farm Building Service 
61157 Kaiser Bidg., Oakland 12, California 


Please send me complete information for obtaining a 


free Farm Building Plans Display Rack to help me 
sell more Kaiser Aluminum roofing. 


NAME — 
COMPANY NAME 


ADDRESS 


(For more data on advertised products {ill in coupou on page 72) 
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Quality Materials Practical Plans Better Farm Buildings 


—e——————eeEE 


In addition to the rack, Kaiser Aluminum also 
provides free: one complete set of plans (retail 
value $7.50), a set of index inserts, and several 
information sheets on each plan, plus a reasonable 
supply of literature to start you off on a powerful 
promotion and sales campaign. 


Place your order now! The supply of these 
units is limited, so contact your Kaiser Aluminum 
jobber as soon as possible. Or, for complete infor- 
mation, mail the coupon below. 


MAIL THIS COUPON TODAY / 


Kaiser Aluminum 


The quality roofing for better farm buildings 
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Since 1873 a Pioneer in Practical 
Merchandising for Building Material Dealers 


FEATURES 


Idea a Minute . cen 
Hints for building business—from cutting plywood to 
order, to free house keys for new homeowners. 


Challenge to Industry sade lh ae 
Importance of evolution toward modern merchandis 
ing in today's retail lumberyards. 


Chandler's Package Deals 
California dealer increases sales with a package deal 
on any new construction or remodeling job. 


Odds-and-Ends Worth $1,200 Monthly 
Self-service and plainly marked bargain items make 
Pennsylvania shed shop profitable operation. 


Homeowners Like How-to-do-it School 
Kentucky dealer offers free class instruction and on 
site advice to eager, grateful homeowners. 


Professional Planners Designed This Showroom 
Oklahoma store combines fluorescent lights in cove, 
flush ceiling lights and bullet spotlights. 


Connecticut Dealer Offers 100°/, Package Home Deal 
Sale of 51 homes in six months proves value of Con- 
necticut firm's package deal. 


Circular Lumber Calculator 
Californian's device quickly figures piece prices, lineal 
foot prices and quantities of lumber. 


Dealers Praise "Pricing" Workshop 
99%, of dealers attending first Art Hood Workshop 


in Texas plan to return for three more sessions. 


Do You Know Your Lumber? 
Product knowledge is of major importance in selling. 
Test your lumber knowledge with this. 


Wholesaler Helps Dealer Customers 
This wholesaler follows a four-point program that de 
velops a winning sales team. 
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How to frustrate termites 


. « « prevent decay, too : 





(, 


Termite damage exceeds 100 million dollars every 
year, and damage by decay is ten times greater. 


Lumber dealers, architects and builders can perform a 
real service to those who rely on their judgment of building 
materials by specifying FROST WOLMANIZED* Lumber. 
Its applications are unlimited in residential and farm 
structures and in industrial usage. Wherever lumber is 
subject to deterioration or exposed to decay and rot, or 
termites, Frost WOLMANIZED Lumber will serve better, 
longer and at lower cost 
because it is pressure- 
treated to provide lasting 
protection. 


WRITE, WIRE OR PHONE TODAY 
FOR ADDITIONAL INFORMATION 











CLEAN ODORLESS PAINTABLE GLUEABLE 

Feige SAFE TO HANDLE NON-CORROSIVE FIBER-FIXED 

eee oe ine ee ee eeer me OLIN MATHIESON CHEMICAL CORPORATION | 

* Reg. U.S. Pat. Off. SHREVEPORT, LOUISIANA 
(For more data on advertised products fill in coupon on page 72) November 28, 1955, AMERICAN LUMBERMAN AND 
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LATE AND IMPORTANT Developments of the Industry 


Administration to adjust credit policies 


Albert M. Cole, HHFA administrator, says the administration will set its 
Sights and adjust credit policies to assure 1,250,000 home starts in 1956. In 
recent weeks Cole and other top planners said credit restrictions would be 
loosened if it became apparent starts were dipping too much-—They failed to 
say when they would take action, and haven't been too precise in explaining 
exactly where the danger point lies. 

There's deep concern in administration circles that they went too far in 
tightening credit. Funds for mortgages are a lot tighter than the public knows. 

This could cripple housing in 1956. This tight money policy will be reversed 

as far as housing funds are concerned. This doesn't mean a shift from the 


| tight money policy. Top planners want to turn on the spigot for housing money 
only, but don't know how, or when to do it. 








FHA picks up trailer park mortgages. 


The government is accepting applications from persons who want FHA-backed 
mortgages for construction of trailer parks for mobile homes. Commissioner 
Mason has spelled out regulations for the required sizes of the parks and 
facilities to be provided. 

Congress gave the FHA authority earlier this year to back loans for the 
purchase of trailer parks, but not for the purchase of house trailers. 
| Limitations are: $300,000 per mortgage, $1,000 per trailer space and 60% of 
the estimated property value after completion of improvements. Mortgages 

mature in 10 years and carry 4%% interest. 





Credit men note "Slower" bill payments. 


| Retailers and manufacturers have been showing a "Slight, but general 
trend toward slowness’ in paying their bills, but in general, collections 
can still be described as good. 


Wholesalers, on the other hand, appear to be paying their bills more 
| promptly. These are the conclusions of a survey by the National Association 
of Credit Men. The average age of all accounts showed a median of 34 days. 


Employment passes 65 million mark. 


Last month a government report showed that employment rose to a record 
65,161,000. But, unemployment which usually declines in October, remained 
about the same—2,131,000. The Commerce department said the number of presumed 
breadwinners—workers 25 years old or over—reached an all-time peak of 
55 million. 


Operation Home Improvement Getting Up Steam 


Operation Home Improvement which will make its debut next January is 
getting a full head of steam. Business and consumer magazines are joining 
trade associations and manufacturers to give it a royal sendoff. The one-year 
operation opens opportunities for the retailer who ties in with the nationwide 
promotion to make his yard local improvement headquarters. 


Mason Recommends FHA Become Permanent 


FHA commissioner Norman Mason says his office will recommend to the incoming 
congress that Title I be made a permanent activity of the FHA. He will also 
ask that Title I loans be extended both in time to repay and dollar limits. 





(continued on next page) 
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Indiana Lumbermen Make Plans 
To Meet Shortage of Mortgage Funds 


To provide its members with 
mortgage funds in areas where fi- 
nancing is inadequate, the board of 
directors of the Indiana Lumber and 
Builder’s Supply Association this 
month endorsed the formation of a 
mortgage group. 

This is the third state retail as- 
sociation to set up financing groups 
for members in small communities. 
Texas and Oklahoma’s associations 
have formed financing organiza- 
tions which proved successful dur- 
ing the past year. 

Called the ILBSA Mortgage 
Corporation, the new group aims to 
help overcome the scarcity of cer- 
tain types of home mortgage funds 
in small communities. With the for- 
mation of this home financing 
group, association members can pro- 
vide their customers with a com- 
plete home building service—home 
plans, materials, advice and financ- 
ing. 

Elected as directors and officers 
of the new group are: J. C. McCor- 


Universal Atlas Announces 
Cement Price Hike for "56 

Universal Atlas Cement Co., early 
this month announced an increase 
of 25¢ per barrel in its mill prices on 
standard cement effective for the 
first quarter of 1956. 

Six other cement manufacturers 
announced price increases of 10¢ to 
25¢ a barrel for the last quarter of 
1955 last October to offset the high- 
er costs of purchased goods and 
services. 

The steadily increasing demand 
for cement requires the replace- 
ment of obsolete equipment and 
the need for additional production. 
Universal-Atlas is just one of the 
firms undertaking major multi- 
million dollar expansion programs 
to meet this demand. 

Several other major cement 
manufacturers have indicated they 
intend to stand pat and maintain 
their present price line. 


First Israeli Cement 
Unloaded In Florida 


The first Israel cement to be im- 
ported into Florida was unloaded 
early this month at Miami when 
M. 8S. Tappuz docked with 5,300 
tons from Haifa. 

After unloading 2,000 tons at 
Miami, the ship proceeded to Tampa 
to discharze the remainder of its 
cargo. The cement is packed in six- 
ply paper bags. Additional shiploads 
of cement have been ordered for 


mick, McCormick Lumber Co., In- 
dianapolis, president and treasurer ; 
Jesse Newkirk, Kendall Lumber & 
Coal Co., Kendallville, and W. F. 
Foley, Belleville Lumber Co., South 
Bend, vice-presidents; R. L. Craft, 
ILBSA, secretary; and John L. 
Klemeyer, Klemeyer Lumber Co., 
Vincennes. 

Though the new corporation has 
been organized as a separate unit 
apart from the association, it’s pro- 
posed policy of operation is to pro- 
vide its services to association mem- 
bers, their customers and employes 
in Indiana. 

Organizational details are now 
being completed and it’s expected 
the firm will be in operation at the 
beginning of the year. At the out- 
set the corporation will deal pri- 
marily with Title II, FHA and VA 
new house construction loans. As 
the organization grows, it intends 
to expand its financing activities 
to additional types of loans . 





several southern states. 

Last October the first shipload of 
cement to be imported into the 
United States from Israel was un- 
loaded at Bridgeport, Conn. City 
Lumber Co. ordered it to meet a 
shortage in Bridgeport by import- 
ing 75,000 bags. Tests showed the 
Israel cement conforms to U. S. 
standards set by the ASTM. 


Says FHA Rarel 
Finances Paint ye 


Federal Housing Commissioner 
Cyrus B. Sweet recently pointed out 
that the paint industry and dealers 
have failed to exploit fully the op- 
portunity for expanding sales under 
FHA home-improvement loans. 

FHA-insured loans, Sweet point- 
ed out, were designed to promote 
this type of home improvements, 
but the homeowner hasn’t been edu- 
cated to the fact that he can pay 
for both paint and labor to refur- 
bish his home on the installment 
plan. Under the present setup the 
home owner can borrow up to $2,500 
for periods up to three years for 
home modernization. 

“Of all the salesmen who have 
knocked at my door selling jobs 
for new roofs, storm windows, 
driveways, landscaping and others, 
I never have had a salesmen try to 
sell me a paint job,” Sweet declared. 

“The contractor-painter field is 
one of the unexploited frontiers in 
American industry,” he said. “The 
lack of loan applications for straight 
paint contracts, indicates a lack of 


promotion and sales in a field which 
can produce a volume business.” 

Sweet argued that dealers and 
manufacturers should be educated 
into selling the package paint job. 
Salesmen should be trained to ex- 
plain to the customer about paints, 
stains, preservatives, waterproofing 
compounds and color schemes. 

“It is at this point,” Sweet said, 
“that the salesman can and should 
advise the customer that the entire 
cost of the materials for an entire 
paint job can be financed under a 
Title I loan. 


Building Awards Down 5% 
Ending 17 Months of Gains 


Contract awards for future con- 
struction in October were 5% be- 
low October of last year according 
to the latest Dodge Reports for 37 
eastern states. This marks the first 
year-to-year drop since April, 1954, 
and ended a run of 17 successive 
months in which the total awards 
exceeded the corresponding month 
of the year before. 

Residential classification as com- 
pared with October, 1954 was down 
for the second successive month. 
Prior to September and October of 
this year this classification had not 
been down since December, 1953 in 
month-to-month comparison with 
the year before. 

Here are the details: 

Total construction reported was 
$1,862,692,000, down 5% from Oc- 
tober 1954. 

Nonresidential was $691,988,000, 
up 3%. Residential was $782,791,- 
000, down 8%. Utilities and public 
work totaled $387,913,000, down 
12%. 

The 10-month total for all awards 
was $20,027,736,000, up 22%. Dur- 
ing this time residential was $8,- 
748,000, up 24%. 


Building Materials Costs 
Mount 8% in Past Year 


Spurred by the biggest credit 
home-buying spree in history, the 
cost of building a home has 
reached a new high. 

The Labor Department’s build- 
ing materials price index for Sep- 
tember shows an 8.4% increase 
since the middle of last year. This 
contrasts sharply with a fairly 
steady price index for other com- 
modities. 

Since 1949, when the current 
building boom got underway, 
building material prices have in- 
creased 26%. The average of all 
prices, including building mater- 
ials, has risen only 12% during 
the same period. 

There has been some slight eas- 
ing in lumber prices, but prices of 

(continued on page 10) 
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Now...Sell Home Owners a Needed 


Service at a Terrific Mark-Up 


AMAZING NEW LAWN MACHINE does ten 








lawn care jobs at same time — services AN ACRE 
OF LAWNS PER HOUR! No more idle men during slow 


hours — Send them on lawn service calls 





ERE’S the opportunity you’ve been 

looking for. Now you can expand 
and diversify your business by supply- 
ing your customers, and other Sloe 
owners in your area, with an entirely 
NEW service they need and want... 
at such a big mark-up you’ll find it al- 
most too good to be true! This new 
service will fit right in with your pres- 
ent overhead — won’t require any ad- 
ditional space — and will take up the 
slack during slow hours of the day or 
week during the warm half of the year. 
And it will give your home owner custo- 
mers more free time to use your lumber 
products! 


The Miracle of “LAWN-SCAPING” 


The revolutionary new scientific de- 
velopment which makes this possible is 


the patience, or the “know-how” to get 
professional results — and who feel 
they can’t afford to hire a professional 
gardener. And many other millions are 
unwilling “slaves” to their beautiful 
lawns, and long for more freedom and 
relaxation in their leisure time. 


Now you can “cash in” on the waiting 
market by offering home owners like 
these COMPLETE LAWN SERVICE 
FOR NO MORE THAN THEY MIGHT 
OTHERWISE PAY FOR LAWN SUP- 
PLIES ALONE. A $23.96 “Front Lawn 
Special,” your full price for all-season 
care (5 service calls) of an average 
front lawn, will bring you more eager 





customers than you can handle — at a 
profit to YOU of $20 per customer! 


One Man Can Service 600 Lawns 


With the LAWN-SCAPER, just ONE 
of your men can care for 600 average- 
size lawns a year — with results that 
will have home owners for miles around 
gasping with admiration. Covering an 
acre an hour, the LAWN-SCAPER au- 
tomatically mows — mulches — aerates 
— fertilizes — re-seeds — rolls — and 
controls weeds, crabgrass, gr quitoes, 
grubs, and insects — ALL THE 
SAME TIME! It can maintain : velvety 
green “golf course lawn” with only five 
service calls per year. Powerful dealer 
displays will be provided to sell your 
Lawn-scaping service to customers who 
come into your place ... and you'll re- 
ceive tested promotion plans for signing 
up others, 








FPERTILIZES. 


a new all-in-one miracle machine called 
the LAWN-SCAPER. It does for lawns 
what the invention of the combine did 































RE-SEEDS. Another drum t& 


aR li filled with tiny free 
One of machine's 4 flowing pellets of in- KILLS WEEDS, 


for harvesting grain. In a single opera- — —. a? hg stantly soluble fertil- CRABGRASS. 
tion, and with a single unskilled driver, seed 66,000 square nw d aprenting a Drums also dispense 
: ‘ 4 4 lism issure - 

it does all the important lawn jobs that feet of lawn. ain Mishetetion oom Toe eee ae . 





previously required a number of differ- 
ent machines or tools. 

Think what this means! There are 
literally millions of home owners who 
yearn for a_ beautiful 
“golf green” lawn, but 
who simply haven’t got 
the equipment, the time, 


drums can flow at 
once, 





























CONTROLS GRUBS, 
etn’ 
INSECTS. 
Latest insecticides, 
mixed in with fertil- 
izer, assure beautiful 
, lawn, no more mos- 

quito bites. 








FULLY PATENTED 
—no other ma- 
chine in America 
like it. 








ROLLS. 


Back roller levels 
turf, mashes chem- 
ical pellets into 
close contact with 
moist earth and 
grass. 








MOws. 


Fan-like suction of 
whirling blades, 
shielded from driver, 
lifts low-lying grass- 
es for cutting. 





AERATES. 
Spiked roller aerates with- 
out lifting turf. Can be 
raised or lowered as de 
sired 













MULCHES. 


Any larger particles of grass 
and leaves are re-cut into fine 
mixture. Makes valuable plant 
food. 







































RUSH COUPON FOR FULL DETAILS re we Ed 


| Lawn. SCAPE CORP. OF AMERICA, Dept. 23, 
Suite 2300, 11 West 42nd St., New York 36, N. Y. 


Profits from first your of a only conse OF ee in 8 d e. RUSH me complete detaile on your new LAWN-SCAPER, 


eration can pay entire cost of So rush coupon now for full de- 
machines and supplies many tails — or to get the information 
times over. even faster, wire Name 
. _ « ayrety fo ost hap Ae Joseph Coopersmith, President, 

a o “get in o e 
ground floor” of this new multi- Dept. 23, LAWN-SCAPE CORPORATION 
million dollar boom. This is the OF AMERICA, Suite 2300, City State 
kind of opportunity that occurs 11 West 42nd St., New York 36, N. Y. 


Address 
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TWIN-TILT TRUCKS 
CUT LABOR ¢ 
COSTS 


TWIN-TILT TRUCKS with 

SWINGARD CONSERVE 

SPACE and CUT LABOR 
costs. 


Built to turn on a dime and to 
operate with finger tip control 
TWIN-TILT trucks allow one 
man to do the work of two. The 
SWINGARD _safety feature of 
sturdy bar iron construction, pro- 
tect both man and load from in- 
jury or damage. The guard swings 
completely out of the way when 
truck is moving the load, to safe- 
ty position if truck is dropped 
automatically catching and sup- 
porting the load 


UP TO 1200 LBS. WITH 
FINGER-TIP CONTROL. 


TWIN-TILT is the only hand op- 
erated truck with the patented 
labor saving auxiliary frame. It 
is of all metal construction with 
full welded frame, (no bolts or 
rivets to work loose). Engineered 
for maximum ease of operation 
Twin-Tilt trucks require a mini- 
mum of space in turning or mov- 
ing and lift up to 1200 lbs. palle- 
tized materials with finger tip 
control, The Swingard safety fea- 
ture can be attached to any heavy 
duty hand truck 


For completely 
descriptive 


literature write. 


TWIN-TILT TRUCK CO. 


nnat } hi 
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News 


other materials consistently inch 
upward. The cumulative effect 
has added up to some steep rises 
in the costs of building a home. 
Since 1939, the cost of building has 
risen till at present it costs three 
times as much to build a compar- 
able type home. For example, in 
1939 a five-room ranch house cost 
$4,387 to build. Today the same 
home would cost $12,373 to erect. 

Since January, 1950, building 
material prices have increased 
continually. Here are a few ex- 
amples. Douglas fir lumber, 38%; 
plumbing, 25%; Metal sash, 29%; 
paint, 17%; glass, 33%; and ce- 
ment, 23%. 

Economists generally feel the 
cost of home building is increas- 
ing faster than the general price 
index because houses are built 
upon debt. It isn’t a matter of the 
supply of money in the consumer’s 
hands matching the supply of ma- 
terials. Rather, it is credit against 
materials. Few houses are bought 
for cash, so home buyers are 
reaching into their future earn- 
ings. 

A glance at mortgage borrowing 
figures shows a rapid debt pile up 
since 1945. At the war’s end, 
mortgage debt on one to four fam- 
ily houses was only $18.5 billion. 
At the middle of this year it was 
$82.8 billlion—more than four 
times the 1945 figure. 





Producers Council Reelects 
Officers for Second Term 


William Gillett, Detroit Steel 
Products Co., has been reelected to 
a second term as president of the 
Producers’ Council, Inc.—a national 
organization of building materials 
and equipment manufacturers. 


All other offi- 
cers and direc- 
tors were also 
reelected by a 
unanimous vote 
of officials and 
representatives 

P attending the or- 

Gillett ganization’s 
34th annual fall meeting in Detroit 
last month. 

Reelected for the coming year 
were: F. M. Hauserman, Cleveland, 
E. F. Hauserman Co., first vice- 
president; H. D. Stewart, Lancas- 
ter, Penna., Armstrong Cork Co., 
second vice-president; T. D. Wake- 
field, Vermillion, Ohio, Wakefield 
Co,, secretary; and F. J. Close, 
Pittsburgh, Aluminum Company of 
America, treasurer. 

Reelected to the board of direc- 
tors were: F. B. Peckham, New 
York, U. S. Plywood Corp.; H. W. 
Collins, Chicago, Celotex Corp.; and 


H. L. Kramer, Pittsburgh, Westing- 
house Electric Corp. 


Also reelected to the board were: 
J. B. Duff, New Haven, Sargent & 
Co.; C. B. McGehee, Youngstown, 
Truscon Steel Div., Republic Steel 
Corp.; C. T. Pollock, Chicago, 
Crane Co.; and R. S. Hammond, 
New York, Johns-Manville Sales 
Corp. 


BMEA'S Caravan to Visit 
10 Dealer Conventions 


Twenty modern-design exhibits 
of nationally prominent products 
will tour the country in the 1956 
Building Materials Caravan. A spe- 
cially designed 
trailer will move 
the caravan of 
exhibits to 10 
cities for display 
at various Retail 
Lumber Dealer 
Association con- 
ventions. 

Participation 
in the 1956 Cara- 
van is limited to Sweeney 
members of the Building Material 
Exhibitors Association and those 
manufacturers of building mate- 
rials invited by BMEA. 

Raymond W. Sweeney, president 
of BMEA and western sales man- 
ager of the Ruberoid Co., reports 
the caravan’s first stop will be Jan- 
uary 9-11 at the Kentucky Retail 
Lumber Dealers convention in 
Louisville. It will return to Pitts- 
burgh after the last stop, March 20- 
22 in St. Paul for the Independent 
Retail Lumber Dealers Association. 


at. 
axe 


What is the outlook for materials in 
1956? How about gypsum board, glass 
and cement? What about prices? The 
materials outlook for next year will 
be highlighted in our 1956 Forecasting 
Issue, out December 12. 


In addition, there will be a rundown 
on a nation-wide survey of dealers on 
business conditions as they see them 
and their plans for ’56. 


This important issue will help you 
with your planning for ’56. Be sure 
and look for it. The date—Decem- 
ber 12. 
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It’s new-it’s horizontal- 


the window with the 


WIDE look... 











The CECO-Sterling 
aluminum sliding 
window 

















ty Flowing Sweep—the Wide Look... those words 
describe the beauty and grace of Ceco’s newest window 
product, the Ceco-Sterling Aluminum Horizontal Sliding 
Window. Designed for long, low, sprawling homes, this 
new window gives an architectural accent to horizontal 
lines. Building material dealers everywhere know builders 
want features to make their homes more saleable. Con- 
sider these customer benefits gained with the Ceco-Sterling 
Aluminum Sliding Window: Sash slide in special anti- 
friction sill track made of zinc-alloy, assuring continued 
easy operation; Sill track is easily removable for cleaning 
—an exclusive feature; Screens can be securely attached 
from inside without clips; High window placement af- 
fords privacy, gives more usable wall space for furniture; 
Sash easily removed for 100% ventilation or cleaning. 
And here’s a window that’s easy to install. The builder 
just sets the window in the rough opening, squares it, and 
nails through the integral fin-trim. You have your choice 
of two purchase plans: Plan No. 1—Frames and sash 
members shipped knocked down, six windows of similar 
size to the carton; Plan No. 2—Frames assembled at the 
factory, sash members knocked down, shipped four win- 
dows of similar size to the carton. In both plans, picture 
windows will be shipped knocked down (two to a carton). 
So, cash in on the ready-made market for windows that 
accent the horizontal line in residential building. Sell the 


Ceco-Sterling Aluminum Sliding Window—wanted by 


home owners—wanted by builders, too. ( fA 


CECO STEEL PRODUCTS CORPORATION 
Offices, warehouses and fabricating plants in principal cities 
General Offices: 5601 West 26th Street, Chicago 59, Illinois 


Steel and Aluminum Casements ¢ Double-Hung, Sliding and Awning Windows 
Doors @ Roofing and Lathing Products 


IN CONSTRUCTION PRODUCTS CECO ENGINEERING 
MAKES THE BIG DIFFERENCE 


m7 | 
yy | 


f i i : See Ooty s.dee S 
Sliding Windows offer privacy when placed 
at normal shouider height... also provide 
more wall space, facilitating easy placement 
of furniture. 


Sliding Windows 
are adaptable to 
bedrooms because 
they provide for 
over-bed ventila- 
tion as well as pri- 


vacy. 
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Here's a horizontal 
section of the new 
Ceco Sterling Alu. 
minum Sliding 
Window. 
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NEWS 





Sees $600 Billion Building 
Volume for Next Decade 


“There's no doubt that 1955 will 
be an all-round record construction 
year,” George Cline Smith, F. W. 
Dodge Co., economist told the mem- 
bers of the National Building Mate- 
rials Distributors Association at 
their annual meeting in Chicago, 
November 13-15. 


“In the first 10 months of this 
year,” Smith told the distributors, 
“construction awards have set a 
record in excess of any previous 
year. Construction contract awards 
for this year will easily Surpass the 
$20 billion mark. 


“To put it mildly,” he added, 
“prosperity is rampant, and looking 
ahead we foresee a continual, but 
not as rapid, increase in construc- 
tion. 


“Too many people confuse hous- 
ing construction .with actual total 
building expenditures. Dollarwise, 
housing starts are about a third of 
the total construction dollar. 


“There will be a 10% 
residential housing next year to 
about 1,190,000—but on the other 
hand there will be only a 6% drop 
in the amount of money spent for 
homes. Houses will be larger and 
labor costs will rise. This will keep 


decrease in 


home construction costs relatively 
high,” Smith declared. 


“Commercial and industrial build- 
ing, the bulwark of the housing 
picture, will be up next year. Over- 
all building will be up about 3% in 
’56, making it the 11th consecutive 
year of continued increase. 


For the long-range forecast in 
building materials and labor, Smith 
predicted a market of $600 billion. 
This is a conservative figure based 
on 10% of the gross national prod- 
uct. 


“In an average year,” Smith says, 
“we predict $45 billion will be spent 
for new construction and $15 billion 
for improvements and repair of 
existing structures. In our forecast, 
we’’ve taken into consideration the 
possibility of a slight recession and 
all our figures are based on this.” 


“In the next 10 years we will add 
to our population the equivalent of 
all the people now living in Canada, 
Australia and part of central Amer- 
ica. We must build at least 1.2 mil- 
lion homes annually to keep pace 
with this growth. 


“The outlook,” Smith says, “is 
bright and the businessman who in- 
terprets these trends and applies 
oe to his business will be success- 
ful.” 


DIY Show Attendance 
Below Last Year's Figure 


A number of exhibitors familiar 
with the do-it-yourself show cir- 
cuit feel that attendance this year 
is lagging last year’s figures, and 
trailing as much as 20% in some 
areas. 


Though there are newcomers in 
the ranks of exhibitors, some of 
last year’s big-name manufac- 
turers are missing. 


But, there are indications that 
the handyman movement is grow- 
ing despite the scattered reports 
of lagging attendance at do-it- 
yourself shows. 


Costs of some products aimed 
at the handyman market are spiral- 
ing upward. Some of these prod- 
ucts are shop and portable power 
tools, foam rubber, paints, precut 
furniture kits, building materials 
and others. Shortages are also tak- 
ing some of the steam out of the 
do-it-yourself market. 


Despite the mounting costs and 
lagging attendance figures, the 
legion of do-it-yourself handymen 
continues to grow and this group 
now maintains a sales volume esti- 
mated to be $7 billion this year. 
Last year, the figure passed the $6 
billion mark. 








Increase your ee Profits with 
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DIRECT VAN DELIVERY ~~ 


(Within 600 mile radius) 
Coast-to-Coast Rail Shipment 


P.S. Here is beautiful top-quality 
flooring that is manufactured from 
genuine Ozark Mountain Oak. 
End-matched, NOFMA graded and 


carefully seasoned makes Padgett-Smith 
Oak Flooring easy to sell at a nice profit 
It will pay you to investigate. 


for you. 





Representatives in most states. Write or phone for particulars, 


@ BETTER SERVICE 


— 


© BETTER QUALITY 















Paneer. OmitH FLOORING COMPANY weentoin view. me 
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NOW SELL THIS BASIC 


OWER TOOL 
WORKSHOP 


by SHOPMASTER 


for_only 
a0 


DOWN 
and Small 


monthly 
payments 


WITH NEW 


HANDYMAN 


PAYMENT PLAN 


Now you can sell Shopmaster tools on 
the famous GECC Handyman payment 
plan. Customers pay only 10% down and 
balance in up to 18 months. Sell the Shop- 
master Saw-Jointer combination or any 
Shopmaster tools totaling more than $60 
on this wonderful = 
handyman ae GENERAL ELECTRIC 
plan. It’s Shop- - 
master’s way to 
help you sell more 
power tools to the CREDIT CORPORATION 
home handyman. 











flip the switch 
and operate 


Sell the Complete Line 
of Fine Quality 
SHOPMASTER TOOLS 








Look at the features on this 


Shopmaster Saw-Jointer Combination 


@ Ready to plug in and operate @ All steel stand is 26” deep, 34” long 


@ Comes complete with “a HP motor and 36” high 
Handy h veniently located 
@ Big husky 8” tilting arbor sew with a ess: 
24" depth capacity, 13x16" table @ Both tools have sealed-for-life bell 
size, mitre gauge and rip fence bearings 
@ Rugged 4” jointer-planer with %" cut, © Saw-jcinter combination, stend end 
4°26" table and flexible guard motor sell for only $174.50 





ww Table 12” Bench Model 20” Jig Sow 
BAND SAW DRILL PRESS Includes Motor 


OTHER SHOPMASTER TOOLS 






it’s America’s Greatest Power Tool Valve! 
Write for Complete Information 


ai wht . 
+e 
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ROOM 55D, 1214 SO. THIRD ST., MINNEAPOLIS, MINN. 














Plus Complete Line of Accessories 

















7 TACKERS 


Save TIME, LABOR & MONEY 
ALL-AROUND FASTENING 
BUILDING INDUSTRY 


—_ 
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-32 
oun TACKER 
FAST! COMPACT! 


USED WHERE LIGHTER, 
SHORTER STAPLE IS NEEDED. 


T-50 
GUN TACKER 


| POWERFUL! VERSATILE! 


USED WHERE HEAVIER, 
LONGER STAPLE IS NEEDED. 
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HT-50 
HAMMER TACKER 
EASY...WRIST ACTION! 


HAMMERS STAPLE HOME 
WITH EACH BLOW. 


Building contractors and sub- 

contractors everywhere use 
Arrow Staple Tackers for 

INSULATING, ROOFING and 
many other fastening applica- 
tions! Look INTO IT TODAY! 


ad 
ARROW FASTENER COMPANY, Inc. "| 
1 Junive $t,, Brooklyn 12, N. Y. Dept. AL 
Please send descriptive brochure ond prices on 
5 ow Automatic Tockers, 


Name : 
| 
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Cash for Your Ideas! 


Got any good ideas that are work- 
ing for you—something that you 
thought up yourself? If so, why not 
mail them in to us? The address 
is American Lumberman, 139 North 
Clark Street, Chicago 2, Ill. We'll 
pay you $3 for each item used. They 
can be as long as a column or as 
short as a paragraph. The ones used 
on this page will give you an idea. 

—The Editors 


Cuts Plywood for Profit 


We avoid surplus piles of odd ply- 
wood by cutting plywood to size for 
the customer. We figure our charges 
on the basis of a full sheet rate plus 
10% on the fractional piece plus 25¢ 
for cutting. We give the customer 
the extra pieces.—Robert H. Cre- 
hore, secretary, The Elyria (Ohio) 
Lumber and Coal Co. 


~* * 


25-Mile Territory 


A survey among more than 2,000 
retail lumber dealers reveals that 
the average size of a dealer’s trad- 
ing territory is a 25-mile radius 
from his place of business. As a 
general rule of thumb, your trading 
territory should correspond with 
the area covered by the newspaper 
in which you advertise.—Art Hood, 
editor, American Lumberman, Chi- 
cago, Ill. 


xk 


Blank Keys Bring Customers 


We mail a blank, un-cut key to 
all new homeowners in our town 
and offer them a free cutting of the 
key for one of their doors. We send 
the keys to all new homeowners 
regardless of who sold the house 
job. This system brings in many 
new homeowners and many become 
steady customers for our products. 
—Edward H. Bill, Jr., president, 
Foxboro (Mass.) Coal and Building 
Materials Co. 


xk * 
Ages Price Tags 


We change the colors on our price 
tags every three months so we know 
at a glance how old our merchandise 
is. Whenever we get a sizeable 
quantity of .slow-moving and old 
merchandise, we conduct a special 
red-tag sale that gets rid of the 
items as bargains.—Horace Scott, 
Scott Lumber Co., Amarillo, Tex. 


Packaging Sells More Nails 


We have increased our sales of 
common and finish nails by packaz- 
ing them in paper sacks. The com- 
mon nails we package in one, three, 
five and ten-pound paper sacks. And 
finish nails in 6ne, two and three- 
pound sacks. 

If a customer asks for two pounds 
of common nails, for example, we 
reply that we have them in a three- 
pound sack. Usually, he’ll say all 
right because he can always use 
nails. Of course, if he wants only 
two pounds, we give him that 
amount. But that seldom happens. 

The advantage is that we don’t 
have to weigh out the nails and 
either throw back a few or give the 
customer some extra ones because 
we don’t like to throw back into 
the bin the few we have in our hand. 
Also, it has increased our sales be- 
cause the customer often buys more 
than he intended. Packaging has 
reduced our labor because we can 
bag the nails in our leisure time 
and give the customer immediate 
service when he comes in. 

We have also increased our sale 
of bolts through the display of the 
various kinds and sizes in indi- 
vidual bins, so that the customer 
can choose immediately the kind of 
bolt he wants. We have carriage 
bolts, machine, plywood and stove 
bolts—all in open-faced bins. 

We have applied the same idea 
to screws, only in this case we have 
the different kinds and sizes of 
screws assembled in _ individual 
boxes in one section with a screw 
from each box fastened to the lid. 
The customer need only look at the 
various boxes to select the screw 
he wants. —J. H. Shepard, presi- 
dent, Builders Emporium, El Cer- 
rito, Calif. 


xk 
Housekeeping Penalty Box 


After opening our new showroom, 
we found that one of our most dif- 
ficult problems was housekeeping— 
especially for self-service displays. 
Both customers and _ salespeople 
were in the habit of aaa 
items. 

To solve our problem we insti- 
tuted a “better-put-it-back” pro- 
gram wherein employes who do not 
properly replace merchandise are 
“fined” 5¢ per offense. The penalty 
box, which is an ornamental glass 
block with a slot in the top, is lo- 
cated near the cash register. When 
an employe detects another being 
forgetful about merchandise, the 


(continued on page 20) 
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ee ACTS AT A GLANCE” inventory control builds 

| ee sales .. .extra profits, reports the Savan- 
nah Planning Mill Co. Kardex Visible control gives 
you the facts you need when you need them. There’s 
no more asking a customer to wait while you check 
stock on an item... search invoices for prices... 
scramble purchase orders for vender delivery. A 
mere glance at the Kardex Visible margin tells you 
current stock status on any item. Kardex Visible 
control puts complete information at your finger 
tips, assuring prompt service, more orders and 
extra profits. 
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“Facts at a glance— 


or FAST SELLING... 
EXTRA PROFITS 





Send for your free copy of “Extra Profits 
Through Inventory Control In The Building Mate- 
rials Business” to help you get effective inventory 
control, or call the Remington Rand office near you. 
Ask for CR875. 


Remington Rand, Room 2186 
315 Fourth Avenue, New York 10. 


Please see that I receive a sree 
copy of “Extra Profits Through 
Inventory Control In The 
Building Materials Business,” 
CR875. 
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OUTSIDE OF SASH WASHED 
FROM INSIDE THE ROOM... 


WITH NEW GETTY OPERATOR AND HINGE 







FOR POPULAR AWNING-TYPE WINDOWS 


Easier window cleaning is but one of 


the advantages you can offer with 
this new No. 4711 Getty Operator 
and Hinge Set. 

This Getty Operator works on a 
new and unique principle. It has a 
special kind of chain that becomes 
fully rigid when extended in opening 
an awning-type window. The opera- 
tor holds the window firmly in any 
open position. It closes and locks the 
window securely without disturbing 
the screen-~—and without the separate 
lock many other operators require. 

The hinge drops the sash from the 
frame, so that the outside of the 


4 


H. S. [ 


\ 
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window can be easily cleaned from 
inside the room. And both operator 
and hinge can be quickly and easily 
installed. There’s no complicated 
hardware to fuss with or get out 
of order. 

Sell Getty No. 4711 Sets for win- 
dows from 14 to 30 in. high and up 
to a maximum width of 48 in. Set 
#1 is for windows 14-17% in. high; 
Set #2 for windows 18-23% in. 
high; Set #3 for windows 23%-30 
in. high. See your hardware whole- 
saler for complete information 
about this profit-making new item, 
or write us direct now. 





New Getty Operator and Hinge Set is easy to 
install. There’s no complicated hardware. 


* 





Special Getty chain becomes fully rigid wher 
extended—locks window in any position. 


Remember — More Getty Operators Are Used on Case- 
ment Windows Today Than All Other Makes Combined! 


& CO., INC., 3348 NORTH 10TH STREET + PHILADELPHIA 40, PA. 


Canadian representative: A. N. Ormsby Co., 23 Scott St., Toronto 
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F lintkote. 
shake 
insulating 


Cash in on the trend to 


Flintkote 
Insulating Siding 


As you well know, Flintkote Insulating Siding has long been a 
big favorite for use in home improvement. 

Recently, builders have become increasingly aware of its 
many construction and sales advantages for new homes. And 
today, they are using it on an increasing scale. 

Capitalize on this growing demand! 

Flintkote Insulating Siding offers tremendous values to the 
home owner. For only a moderate cost, it contributes a 
refreshing newness, distinctive beauty, lifetime protection, 
added comfort and money-saving insulation. 

Also, dimensional stability is assured by Flintkote’s exclusive 
new back coating. 

You can count on these Flintkote products to add to your 
reputation ... while building up your profits. 

You'll find just the right Flintkote siding and roofing for every 
type of house your customers own. Ask your Flintkote Repre- 
sentative to show you this broad, complete line. 

The Flintkote Company, Building Materials Division, 30 
Rockefeller Plaza, New York 20, N. Y. 


Flintkote 
Thikbut shingles 










| 






















Here is evidence of the trend to Flintkote In- 
sulating Siding for new home construction. 

The Admiral Construction Corporation will 
use F'lintkote Shake Insulating Siding on all of 
the 500 houses to be built in the ultra-modern 
new development in Glen Burnie, Maryland. 

Writes Mr. Jerome 8. Cardin, Vice President 
of the company, “We were looking for a new 
concept of siding for our modern homes. In- 
sulating siding filled that need. We like Flint- 
kote especially because of the attractive color- 
ing and its exclusive back coating.” 

A variety of beautiful color effects are 
achieved by using four different shades of this 
Flintkote Siding. Heather Grey, Emerald 
Green, Canyon Red and Leaf Green. 





Flintkote Shake Insulating Siding, applied 
alone or in combination with other materials... 
such as stone, stucco or brick... creates unusual 
and unusually charming effects. Recommend 
this colorful siding for new houses or for 
modernizing old ones. 


FLINTKOTE $4 cud Colr Leader since 


BUILDING Propucts MERCHANDISER 
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“culprit” is asked to cough up a 5¢ 
fine. 

To further remind employes and 
customers, we have small signs scat- 
tered around the showroom which 
request that merchandise be prop- 
erly replaced. 

The results of this simple plan 
have been far better than we ex- 
pected. The number of nickels col- 
lected per day has gone down sharp- 


ly, and the showroom now remains 
neatly arranged and eye-appealing. 

Incidentally, the proceeds from 
the fines go for employe picnics and 
other entertainments. — Dell Han- 
son, manager, Tri-State Lumber 
Co., Tremonton, Utah. 


x * * 
Beats Precut Price 


A man came into our office with 
plans for a precut house he wanted 
to build. We showed him that we 
could sell him a house and save him 
the cost he would normally pay for 
the cutting. He was convinced and 
bought a complete house package.— 
Donald W. Smith, manager, Briggs 
Lumber Co., Norwich, N.Y. 





The First Choice of 
Contractors and Carpenters... 





UNUSUALLY STRONG — Made of mountain-grown ee 


Missouri oak to withstand years of hard, abusive wear. 


PROPERLY SEASONED — Every inch of our oak flooring is scientifically 


seasoned in modern Moore cross-circulation kilns, 


EXPERTLY MILLED — Esch piece is accurately milled and graded to 


NOFMA standards. 


SMOOTH AND CLEAN — Carpenters everywhere prefer Ozark Oak Fioor- 
ing because of the minimum amount of sanding and finishing required 


after laying. 


PROMPT SHIPMENT —All orders are carefully bundied for safe, clean 
arrival and easy loading and handling. 


The beautiful graining, color and uniformity of Ozark Oak Flooring, when 
once installed in either new or remodeling jobs, will build good will for 
you and sell itself to future prospects who see it. There is no flooring 
like genuine Ozark Oak Flooring for beauty and long life. Specify it on 


your next order, 


virn The OZARK OAK FLOORING CO. 


yy 
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BISMARK MISSOURI 


PHONE 115 








Sells Farm Trade 


We hired a University of Tennes- 
see graduate in animal husbandry, 
who is also a local farmer. He 
works with the farmers, selling 
them pole-type farm buildings, 
milking machines, milk coolers, 
silos, grain bins, creosoted lumber 
and other building materials. 

His value cannot be estimated on 
the basis of sales because he is con- 
stantly building good will for our 
company with the farmers in this 
agricultural community. — Charles 

Brandon, owner, Springfield 
(Tenn.) Lumber Co. 


x & ® 
Prevents Sagging Doors 


We purchase birch doors in quan- 
tity. These doors, also lumber and 
plywood, have a tendency to sag 
when piled in high stacks. Conse- 
quently, we use pallets made from 
one-quarter inch Masonite. For 2’- 
6” x 6'-8” doors, the pallet is 2’-4” 
x 4’-0”. Pallets are inserted every 
15 doors, keeps the weight off the 
ends and prevents sag. — Orville 
Johnson, Orville Johnson Lumber 
and Allied Materials, Arlington, 


Ohio. 
x * *& 
Prefabs Ping-Pong Tables 


We were receiving a number of 
calls for plywood and other mate- 
rials for ping-pong tables. Usually 
the total ticket on such sales ran 
from $10-$15. We decided to fabri- 
cate ping-pong tables and we now 
sell more tables at $46 than we did 
before at $16.—Charles E. Hopkins, 
Harris Lumber Co., Inc., Provi- 
dence, R. I. 


x 
One Dollar Brings $12.50 


As a conservative estimate, each 
dollar you invest in sound, con- 
sistent advertising will bring you 
$12.50 in sales.—Art Hood, editor, 
American Lumberman, Chicago, /Il. 


x wk 
Venetian Blind Bonanza 


Right after the war we decided 
to. go into the business of selling 
venetian blinds. We ordered 500 
and advertised them as a leader. 
We sold the wooden blinds for 
$2.79 which included a profit of 
about 45c. The blinds sold so well 
that we have expanded our busi- 
ness to the point that we are now 
the venetian blind headquarters 
for the town. 

Our sales on the blinds are now 
running about $12,000 per year. 
The blinds come to us packaged 
and we sel! them that way so it’s a 
good, clean business with a mini- 
mum of cost and maximum of pro- 
fit—Millard E. E. Ashley, presi- 
dent, M. F. Ashley & Co., Inc., At- 
tleboro, Mass. 
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AIM for better arrival condition, faster delivery of 
lumber shipments with Acme Steel Unit-Load Band 


| Now you can ship packaged lumber on flat cars and be sure of excellent 
arrival condition by using the new Interlaced securement method and 
Acme Steel Unit-Load Band. Note the neat, orderly packages in the lumber 
shipment shown above after a trip of more than 1100 miles (Idea No. U2-1). 
Shipments reach destination faster because loads properly secured 
with Acme Steel Unit-Load Band lessen chance of carriers having to 
This method of securement has been recooper loads enroute. Then too, one operator with fork truck can load 
approved by The Special Committee on or unload flat car shipments of packaged lumber in far less time 
Forest Products Loading of the Associe- than required for comparable footages of lumber in closed cars. Both 
tion of American Railroads : : 
shipper and receiver gain all the cost reduction benefits of 
ask your handling lumber in large units plus more efficient use of 





‘A ] M storage space and better inventory control. 
cme idea an Without obligation your Acme Idea Man will! show you the proper 
to help solve your way to package lumber and the Interlace method of securement. Get your 
free Interlace specification sheet. Call your Acme Idea Man now. 
problems Consult your telephone directory or write Dept. YA-115. 





ACME STEEL PRODUCTS DIVISION 


ACME STEEL COMPANY Eta: 


2840 ARCHER AVENUE, CHICAGO 8, ILLINOIS « ACME STEEL CO. OF CANADA, LTO., TORONTO STEEL 
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LIFT OUT | 


DOUBLE-HUNG! 





























LiF LOx 


WINDOW BALANCE 





R.0.W.: SALES COMPANY, 
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PRESS LEFT... WASH OR PAINT 


Builders and home buyers are insisting upon the brand 
name products that make homes more livable—more sale- 
able. R-O-W windows lift out for quick, safe washing or 
painting inside the home. They are the best known and 
most popular windows available. 


They are weather-tight in all seasons because spring- 
pressure compensates for seasonal changes—insures a snug 
fit without binding. 


Equipped with LIF-T-LOX, they are beautifully balanced 
for easy operation. L1 F-T-LOX does not attach to the sash 
does not interfere at all with the wonderful lift-out feature. 


1329 ACADEMY AVE. + FERNDALE 20, MICHIGAN 
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GLIDING! 


























ALL PURPOSE... REMOVABLE 


‘ For high wall privacy—or big operating picture windows 
HIGH-LITE gliding windows insure distinctive styling. 
Like the famous R-O-W double-hung windows they are 
held pressure-snug by concealed springs, AND—THEY 
| LIFT OUT ENTIRELY for easy cleaning or painting, 
inside the home. 


First developed for kitchen, bedroom and bath installa- 
tions, this great new window has now gained wide 
acceptance in larger sizes for living areas. A full range 
of sizes and styles is available almost everywhere. 


n’'O-W te the regtetered trade-mark of the R.0O.W. Sales Co 


R.O.W. SALES COMPANY, 1329 ACADEMY AVE. «+ FERNDALE 20, MICHIGAN 
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- ADVERTISEMENT HAS APPEARED IN: CActddacdweel Zacoa’. 
apresrive Cachilacture;  Clmnican Guldr; Phachical Gulab; 


Pa Wealing & Vbaiilaiing, Taaiing, ying & Cle-Conalliouing. 


DIRECT DEALERS WANTED. No MINIMUM STOCK REQUIRED. 





WHO SAID AIR IS FREE? 


Were it not for Radiation and Convection, empty air 
spaces inside walls, roofs, etc. would be the best insulation. 
But why pay costly labor and storage bills for handling 
“free” air entrapped before it is used in bulky insulation? 
Bulky materials also require more freight cars, trailers and 
trucks. The “free” air is paid for over and over again. 


Multiple accordion aluminum envelops large volumes 
of air and creates layers of air spaces only as it is opened 
when finally stapled in place. This air is really free. 


With respect to radiant heat flow, the aluminum sheets 
have 97% reflectivity, and 3% absorptivity and emissivity. 
Low conduction results from the preponderant air spaces 
of low density. The layers of multiple aluminum and fiber 
retard inner and outer convection. The tough aluminum 
sheets are almost impervious to vapor flow. Infiltration 
under flat stapled flanges is slight. Condensation forma- 
tion on or within is minimized by the scientific construc- 
tion of multiple layers of joist-to-joist, full-depth* accor- 


dion aluminum, fiber, and air spaces. —*Patent applied for 


MILLION SQ. FT. IN ROOM 12’ x 13’ x 13’ 


Because of the low volume of unopened, practically air- 
less multiple aluminum, an ordinary passenger auto will 
easily hold 20,000 sq. ft. A railroad freight car, a huge 
interstate trailer, or a number of trucks would be needed 
to transport an equivalent amount of ordinary insulation. 


The AMERICAN Society or Heatinc & Ain-CoNnpDITIONING 
Encineers has published a booklet which describes con- 
vection, conduction, and radiation heat flow through ordi- 
nary air spaces, and what happens when an ordinary build- 
ing space is lined or subdivided by reflective metals, thus 
creating reflective air spaces. Ask us for a copy — it's free. 


Infra Insulation is sold DIRECT TO DEALERS in most 
states. You can carry a COMPLETE STOCK of this fast- 
moving insulation on a COUPLE OF SHELVES, because it is 
so compact, with 1000 sq. ft. in a carton 3’ x 134’ x 4’, 
only 1% cu. ft., weighing only 45 Ibs. Infra is a very 
profitable item to handle. Ask for DEALERS’ PRICE LIST, 
samples, literature, and displays. Please use coupon. 


INFRA INSULATIONS CAN BE PURCHASED 
from 3¢ te 10+ per eq. ft. depending on the type 
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THIS AIR IS FREE! 


Numbers 1 to 6 are 
air spaces 





















Multiple accordion alu- 
minum as it comes com- 
pactly from package 
contains very little air. 


As installed creates mul- 
tiple layers of ‘free’ air. 
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| 

Infra Insulation, Inc., 525 Bway., N.Y.C, Dept. U-11-2 | 

| Please send () ASHAE booklet, “Insulating Effect etc.” | 

[) Send Dealers’ Prices [) Samples | 

| 

Name_— a 

| 

; Firm intel siiieidinntiinsimeaie 

| 

! Address " wediimiapuiiisiaiaaiaghataitiaainaiiie S 
| 

Risin eet de Ge aun ene ene uhis cian ane ale Ub cn dinate dip east — 


November 28, 1955, AMERICAN LLUMBERMAN AND 











Washington Report 





Operation Home Improvement 


National Campaign Will Create Demand 











For Building Materials Packages 


A down-to-earth campaign to fo- 
cus attention on home improve- 
ments—and increase fixup busi- 
ness—will be kicked off January 
16 when HHFA administrator Al- 
bert M. Cole sets Operation Home 
Improvement into motion. 

Here’s an opportunity for the 
building materials dealer to main- 
tain his sales volume at a time 
when new housing starts are eas- 
ing downward. 

Last year sales of building ma- 
terials for home improvements 
were estimated at $13.5 billion. 
Several surveys reveal a potential 
market which staggers the imagi- 
nation. With at least 25 million 
homes in the nation needing roof- 
ing or siding, porches, additional 
rooms, garages, carports, storm 
doors or windows, fencing, paint- 
ing and other types of home im- 
provements, the market has only 
been scratched. 


Object: Improved Housing 

A private enterprise approach to 
improving the nation’s housing, 
the primary objective of OHI is to 
encourage more people to improve 
their homes and also to make it 
easier for them to buy materials 
and services to do the job. 

Operation Home Improvement 
will make the lumber yard the 


logical source for building mat- 
rials and expert advice as the 
growing horde of weekend handy- 
men get into the spirit of improv- 
ing their homes. 


Package Sales Opportunities 


Retail building materials dealers 
are in an ideal position to capitalize 
on the home improvement move- 
ment. During the planning stages, 
OHI officials consulted closely with 
American Lumberman editor Art 
Hood. Several pointed out that Art 
Hood’s idea for dealers to sell end- 
use packages is the type merchan- 
dising OHI hopes to increase dur- 
ing its one-year campaign. By ty- 
ing in his promotion with the na- 
tional promotion planned by OHI 
and building materials manufactur- 
ers, the lumber dealer will be on 
the ground floor when homeowners 
start shopping for home improve- 
ment packages. 

Jack Doscher, executive director 
of the year-long OHI, has been 
loaned by LIFE magazine for one 
year to direct the operation on a 
full-time basis. Working closely 
with the National Retail Lumber 
Dealers Association and other or- 
ganizations, Doscher and his staff 
will prepare tie-in promotional 
material to be used by retail lum- 
ber dealers. 





Originated under the auspices 
of the United States Chamber of 
Commerce, Operation Home Im- 
provement has the active support 
of building materials manufactur- 
ers, trade associations, consumer 
and trade magazines and govern- 
ment financing agencies. Here’s a 
list of sponsors of the movement: 


National Association of Home Builders 
United States Chamber of Commerce 
National Electrical Contractors Ass'n 
National Retail Lumber Dealers Ass'n 
U.S. Savings and Loan League 
Nationgal Lumber Manufacturers Ass'n 
United States Gypsum Company 
National Gypsum Company 

Skil Corporation 

Pabco Products, Inc. 

Masonite Corporation 

Johns-Manville Corporation 

Reynolds Metals Company 

Ruberoid Company 

Weyerhaeuser Sales Company 

Celotex Corporation 

United States Plywood Corporation 
Kaiser Gypsum Compasy, Inc. 
Congoleum-Nairn, Inc. 

Certain-Teed Products, inc, 





Down Payment Cut to 5% 
For Gis Getting FHA Loans 


The government eased down 
payments for servicemen buying 
homes under a mortgage insured 
by the FHA earlier this month. 


FHA commissioner Norm Mason 
ordered removal of the additional 
2% put on last July. Now Gls will 
have to pay only 5% down when 
getting homes under section 222 of 
the Housing Act, as they did be- 
fore the requirement was raised. 


Servicemen will have to pay 
their mortgage in 25 years as or- 
dered in July, rather than the 30 
previously allowed. 


Man on active duty with the 
armed forces get FHA-backed in- 
surance under section 222 when 
their commanding officer certifies 
they require it. This section was 
added to the housing law this year 
by Congress to make it easier for 
men on duty to get government- 
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backed mortgages. Previously, the 
FHA and private lenders had been 
reluctant to let servicemen buy 
homes because of their frequent 
change of station. 


Only a few servicemen are buy- 
ing homes under the program. 
Mortgages approved under it have 
been running about a thousand per 
month and only about a third of 
these have been for new houses. 


Air Conditioner Sales 
Outlook Bright for ‘56 


Room air conditioner manufac- 
turers believe that 1956 will be a 
highly profitable year, even if sum- 
mer temperatures are no higher 
than average. 


Following a late, but blistering 
1955 season, the entire industry is 
virtually cleaned out of inventory, 
leaving a modest carryover which 
will not imperil introduction and 





sales of new models. 


Competition will be stiff, but 
there should be no reoccurence of 
the forced selling of stocks that 
characterized the panicky 1954 
market. Profit margins should be 
better next year. 


Some industry leaders feel that 
sales of room air conditioners need 
not stop at July 4, a date formerly 
considered as a deadline for sales. 
They cite there was a sustained 
volume in July and August this 
year and on the west coast sales 
ouaeeee strong well into Septem- 
er, 


Purchases of room air condi- 
tioners by lower income groups 
have advanced to a point where 
these units are no longer classified 
as a luxury but a downright neces- 
sity. 

Though the outlook is the best 
the industry has ever faced in 
many years, the weather will have 
an important influence on sales of 
room air conditioners next year. 
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Northern Woods have been recognized for high quality and dependable performance ior 

over half a century. Today the mills of the Northern region are better prepared than ever 

to serve you with well-manufactured, accurately graded lumber and lumber products of 

— quality hardwoods. Consult the firms on this page for your requirements in Northern 
oods. 


Gadillac-Soo Lumber Co. . . . . Sault Ste, Marie, Mich. "Michigan Pole & Tie Co. . . . . « Wewberry, Mich. 
Northern Hardwoods, Hard a ya ty White Pine. Old Faithful Hemlock. 
Modern Dry Kilns. Facili for . Resawing, ete. 


Northern Hardwood Lumber, NORTHERN 
WHITE PINE, NORWAY PINE and Piling. Excellent Transit Mill- 
working Facilities. 


“Copeland LumberGo, . . « « » « « « Ghleago, IM, 


Mills — Marquette and Cusino, Michigan * Plywood Corporation 
Sales Olfice — CHICAGO — 135 8. La Salle St. Roddis » Marshfield & Park Falls, Wis. 
Hard is, White Pine and Hemlock. Roddis Lumber & Veneer Co. of Mich............... Ironwood, Mich. 


*tHolt Hardwood Go, . . « « » + + + Osonto, Wis, 
Maviticas, Parqueiry types! all'iypes Heavy Dury Flesring. = *tARonOn LumberGo, . . . . « . + Ironwood, Mich, 


*+), W. Wells Lumber Go, . . « « « Menominee, Mich, 

Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. 

Custom kiln drying. Upper grades Hard Maple and Birch lumber. “Kimberly-Clark of M , inc, . « Siace Neenah, Wis, 
roug 


“Edward Hines LumberGo, . . . . » «  Ghileago, Ill, 


Mil} at Bergland, Michigan “Goodman Lumber Company . . . . . Goodman, Wis, 
Sales Office—77 W. Washington St.—Chicago 2 Northern Hardwoods, Hemlock. White Pine. Basswood, Hardwood 
Hardwoods, Hemlock and White Pine. Planing Mill and Dry Kilas. Dimension. Planing Mill. Dry Kilns. Rotary Cut Veneers. 


tMember Maple Flooring Mfrs. Asen. *Member Northern Hemlock & Hardwood Mfrs. Assen. 
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all doors lead to 


GREATER PROFITS 
with 


DURA/lex 


THRESHOLDS 


Durable aluminum base, flexible vinyl arch provide posi- 
tive sealing—the reason why DURAflex wins customers, 
influences builders as no other threshold can! 





eee a PASS TTY Can, 


» “4 GET YOUR SHARE OF REAL VOLUME PROFITS ... FASTER SALES! } 
~ a 


Ss , 
~ See how you can open the door 
. , : , 
%, to greater profits with this 
Ma, dynamic self-selling 


~ floor display! 
~ I 





Write to 


+ 


sale ; . ' 4 
SS To WT DURA//ex « 
é 


3275 N.W. 37th STREET 
MIAMI, FLORIDA 


The Greatest Threshold Improvement in 25 Years 
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A Challenge to the Industry! 





No. 2 in a Series* 


The only way to assure maximum performance in creative selling 


of home improvements is through manufacturers, wholesalers and 
dealers coordinating their marketing and integrating their advértis- 


ing at the point-of-sale to the ultimate consumer. 


No change in American retailing has been more 
startling than that of yesterday’s lumberyard to to- 
day’s lumber and building products’ store. 


The recent Saturday Evening Post survey revealed 
that more than one-third of the lumber dealers of the 
country have literally become end-use package sales 
centers and department stores of building, with ever 
wider lines of impulse merchandise. 


The modern lumber store has such merchandise on 
fixtures up front for the do-it-yourself shoppers and 
family consumers, with these counters manned by 
salesmen and women trained to wait on the select-it- 
yourself trade. 


These sales people are also trained to quickly qualify 
each customer as to whether any labor is involved in 
his end-use need. If labor is involved, he is escorted 
to a better home, serving and planning center, where 
trained estimator-salesmen handle his end-use pack- 
age needs. 


These better home service centers in lumber and 
building product stores will ultimately sell the bulk 
of new homes as well as home improvement packages 
to local consumers, but now as they start to grow, they 
will put more emphasis on home improvement sales 
than on new home sales. 


This evolution toward modern merchandising in the 
retail lumberyards of America calls for the develop- 
ment by manufacturers, wholesalers and dealers of the 
most advanced and efficient methods of merchandising. 
In this program every feature of good store administra- 
tion practices will be fostered. 


To get the best and quickest results, manufacturers 
and wholesalers will think in terms of merchandising 
the end-uses of their products as well as selling bulk 
orders of the products themselves. 


Manufacturers and wholesalers will more and more 
practice this law which governs their business: 


If he will sell both through the dealer and with the 
dealer, no manufacturer (or wholesaler) will ever have 
trouble selling to the dealer. 


Manufacturers wishing to implement this law will 
make their dealer convention exhibits merchandising 
booths instead of product showings, thus they will im- 
plement the policy of selling with the dealer as well as 
to him. 


The primary job of manufacturing sales manage- 
ment 1s to assure that it has built an adequate num- 
ber of loyal and well-trained retail sales managers 
who will employ, train and supervise an adequate 
number of retail sales people merchandising the 
manufacturer's line. 


Such sales management will recognize that the point- 
of-sale promotion of hundreds of end-use packages 
present a real organizational problem for dealer 
merchants. 

When exhibiting at dealer conventions manufac- 
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turers will, therefore, demonstrate to the dealer how 
end-uses of their lines may best be displayed and 
sold to consumers. 


At their booths, manufacturers will not only show 
the point-of-sale helps they provide for dealers, but 
they will demonstrate how dealer sales people can use 
these sales helps to create more consumer sales. 


Each manufacturer will analyze all of the end-uses 
of his product and provide to the retail sales manager 
and through him to the retail sales people, point-of-sale 
instruction concerning each major package. These will 
include benefits, answers to objections, estimating data, 
installation know-how, related items and finishing de- 
tails. 


The national and larger regional conventions will be- 
come merchandising congresses with a whole industry 
sharpening its consumer selling tools and “trying them 
out on the dog”. 


At these conventions, competitive manufacturers will 
vie with each other in achieving the best answer to re- 
tail merchandising problems at the point of sale. 


As these merchandising dealer conventions and ex- 
hibits progress from year to year, dealers will inevit- 
ably create more sales for producers through continued 
integration of merchandising and coordination of mar- 
— with rifle-shot emphasis on the point of retail 
sale. 


Gradually all factors of the industry will recognize 
that the ultimate consumer is the real customer of 
the industry, that no contractor ever bought and 
paid for anything he didn’t collect from the ultimate 
consumer. 


The whole industry will recognize and accept the 
principle that no wheel turns at the producing or 
wholesaling levels unless the consumer buys and the 
retailer sells something. The consumer is King and 
the dealer is his Prime Minister. 


In a third editorial of this series we will discuss 
some possible policies in conducting dealer conventions 
and exhibits that should produce improved results for 
the entire industry. 


*The second in a series of three editorials on this subject. 
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Cash in on this “do-it-yourself” promotion .. . 


it’s featured in leading consumer magazines! 


(un WOUSEKERPING 








Get all this 
tie-in material 


INSTRUCTION 
FOLDERS 


Contains detailed 
working plans, dia- 
grams, list of materi- 
als and step-by-step 
instructions, 


3-WAY 
COUNTER 
CARDS 


Quickly set up, its 
message can be seen 
from any position on 
counters or ‘in win- 





dows. 


WINDOW BANNERS 












You can build this 
Carefree NEVAMAR ge 
for less then $12 





Attractive 8% x 23-in. paper banners 
with photo of table and inviting message 
for “do-it-yourselfers”, 


NEWSPAPER 

MATS 
For use in your 
regular ads or as 
separate ads. One 
and = two-column 








sizes. 
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Show Your Customers 
How To Build This 
Coffee Table With 


NEVAMAR — 











the colorful, carefree surfacing material 


Here's a “do-it-yourself” project 
that’s building sales for Nevamar 
dealers everywhere .. . not only 
for Nevamar, but for all the 
related materials that go with it. 
We started it rolling this Spring 
through the pages of Good House- 
keeping . . . requests poured in. 
It's proven to be such a terrific 
sales stimulant, we're giving it a 
bigger bang this Fall to an even 
greater audience in LIVING, GOOD 
HOUSEKEEPING and HOME MAIN- 


NEVAMAR DIVISION: 


TENANCE. This easy-to-build coffee 
table will tickle the pride of every 
do-it-yourselfer ... bring ‘em back 
to you for repeat business. Because 
once they've used Nevamar, they'll 
find dozens of uses for it. That's 
a fact! It's perfect for kitchens, 
bathrooms and furniture surfaces. 
Nevamar packs a powerful sales 
potential for every dealer who 
stocks it. Write today for all the 
facts and establish yourself as a 
bona fide Nevamar dealer, 


& 7% NATIONAL Haile lhedlast Conary 


ODENTON, MARYLAND 


Manulacturers of NEVAMAR High Pressure * SARAN Filaments * WYNENE Molded Products 
EMPIRE STATE BLDG., NEW YORK 1, N.Y. © WEST COAST DIV: 5025 HAMPTON ST., LOS ANGELES 58, CALIF. 
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Do it Yourself 
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Promotion 


CONSPICUOUS SIGNS placed in the home improvement section call 
attention to the availability of help in planning ard building 





The Whole Town's Talking About 


Chandler's Package “Deals” 


That’s how a California 


dealer headlined his display 





Located in an area of estab- 
lished tracts where owners have 
developed an equity in their 
homes, Chandler Lumber Co., Van 


packaged home improvement sales 
have increased three to four times 
during the past 18 months. They 
now account for 15% of the firm’s 


ad. Read how this firm works 
out a “package”’ on any new 
construction or remodeling 


job. 
30 


Nuys, Calif., has developed a suc 
cessful method of promoting and 
selling home improvement pack 
ages. 
Stanley E 
firm, 


Brown, owner of the 
Chandler Lumber Co., says 


November 


28, 


volume. 

Package home improvements 
dominate the Chandler ads which 
appear each Thursday in two of 
the local papers. The garage pack 
age ad runs the year around; car- 
1955, 
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Advice ART GREBLER, left, visits a cus- Follow-Up CALLING on do-it-yourself customers has 
tomer to see how he’s getting along — led to several additional package sales 
on his add-a-room project. Cover. Handymen appreciate this personal in- 

terest. 

port and patio packages are 


pushed in the spring and summer, 
and add-a-room package ads draw 
best in the winter. 


Several Sales Approaches 

A number of sales approaches 
are used to sell home improvement 
packages. Rather than just stress- 
ing the do-it-yourself market, the 
firm offers three plans: 

Contractor. Chandler arranges 
for reliable contractors to handle 
the entire job for the customer. 

Do-It-Yourself. Chandler adver 
tises: “We'll furnish you with 
materials and instructions. You 
do the work yourself in spare time 
and over the weekends and save. 
We'll help you if you’re stumped.” 

Combination. Chandler adver- 
tises: “Work out the portion you 
wish to do yourself. We’ll arrange 
for someone to work right with 
you.” 

The firm does not depend on 
these three methods to do the en- 
tire selling job. Most Chandler 
ads, besides listing several pack- 
age deals, stress: “Don’t gamble. 
Let us recommend a qualified con- 
tractor.” 

Chandler also advertises plenty 
of help available to plan home 
improvements. 


Planning Help Clinches Sales 

“Many persons tell us they’ve 
been planning to add a room or 
make other improvements for 
months,” says Art Grebler, head 
home advisor of Chandler. “Un- 
certainty about costs and how to 
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Planning 





HOME ADVISOR Art Grebler helps a 
customer start a project by sketching a 


rough floor plan. 


get started, customers tell us, had 
kept them from going ahead. For 
this reason we believe that offer- 
ing help is bringing prospects 
into the yard.” 

To aid in selling packages, 
Chandler’s home advisory section 
maintains a file of plans. These 
range from simple cupboard plans 
to patios, carports and guest 
rooms. 

The firm will adapt any of these 
plans to the customer’s specific 
needs. Scale paper is kept handy 
for that purpose so the customer 
can make a rough sketch to give 
the home advisor a clear picture 


of what he has in mind. 


A product file is also main- 
tained. This file contains samples 
and descriptive literature of vari- 
ous products and helps bring the 
sale one step closer to completion. 

The home advisory department 
has the latest information con- 
cerning city building codes and 
explains to the customer how it 
will effect his building. If neces- 
sary, Chandler will even get the 
building permit for the customer. 
All these little things help the 
customer get started on the actual 
project. 

(continued on page 34) 


31 











< Tailor-made for | 


Sted fou TODAY'S HOMES MODERN BUILDING! : 




















FRANTZ famous No. 10 RIGID 


OVERHEAD has “New Look” ALU MINUM 


FOR ADDED PRESTIGE APPEAL 


The Frantz No. 10 size 8’ x 7’, 
with its automatic opening fea- 
ture, has long been the outstand- 


ing rigid, or one piece, door in 
with by a* its field. Now it has been given a Adequate ventilation is absolutely essential in modern building. 
RAN 17 Exel , NEW design to provide the dis- Jumbo Aluminum Louvers are the choice of particular builders 
. - ve tinguished appearance found in because they are designed to provide maximum ventilation, 
SELF -OPENI G high priced sectionals, but at the they are built of quality materials, they're easy to install and 
POWERMATIC low cost of a rigid! Those sleek moderately priced. Jumbo Aluminum Louvers are ideal for use 
OPERATION horizontal lines are also available with attic fans in homes, apartments or multiple dwellings. Com- 
ust turn the handle ; , 6" pletely installed they cost less per square foot than the building 
J in No. 7, size 8’ x 6'6”, No. 19, 
Door glides up to size 9’ x 7’ and No. 21, size 16’ materials they replace! 
full open position! x 7’. Cash in now on these smart- 


est buys of the year! LOOK at these Quality Features! 


Look behind the No. 10, too! You'll find a host of fea- © Attractive and Efficient FHA Accepted Design gives maximum 
tures, like exclusive “Powermatic” self-opening, full ventilation and weather protection. 

length angle braces, heat-treated, oil-tempered power 
springs, pre-fitted parts for speedy installation, and the 
low 2” headroom. These and other features—real features , 
~account for the remarkable popularity of the No. 10. Each Louver Unit supplied with 8 mesh screen. 

Available completely assembled for easy installation or 


Write today for Catalog No. 302 knoched-dewn for on-the-job esembly. 


Nine Models Available giving up to 780 sq. inches of free 


carea—6, 8 or 10 foot widths to fit 4, 5 or 6 inch per foot 
roof pitches. 

Jumbo Aluminum Louvers are Tailor-Made for Modern Building. 

if your jobber can't supply you, write for complete information 


on the Lo-Man-Co Line of Ventilating Products. 











Heavy Gauge All Aluminum Construction—will not rust or rot, 
no stains or replacement problems. 


RDWARE 
GARAGE DOORS AND HA LOUVER manuractuaine 
& SUPPLY COMPANY 

FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 


5807 W. 36th Street - Minneapolis 16, Minnesota 
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is sold in hardware 


and paint stores 
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This list includes firemen, police- 
men and even preachers experi- 
enced in construction work. From 
this list customers can select men 
to do the entire job or someone 
who will work with them. 


PACKAGE DEALS 


(begins on page 30) 





Qualified Contractors Available Quick Vinentine Aevenned 
For customers who want a con- 
tractor to handle the job, Chandler 
maintains a list of qualified con- 
tractors. This list includes con- 
tractors who will build an entire 
house or do remodeling work. 


Information and help in secur- 
ing financing plays a great part in 
selling packages at Chandler’s. 
Credit applications are filled out 
for the customer and quickly proc- 
essed so that by the time he has 
decided on what he wants to buy 
his loan has been approved. 


to 


Besides contractors, Chandler’s 
maintains a list of carpenters and 


handymen seeking part-time work. Some customers want start 


deo} | 2 ... the Best 


Salesman Dealers 
Ever Had! 













. +» because Rosie is the 
symbol of QUALITY... ROSEBURG 

QUALITY...GRADE and TRADE 
MARKED LUMBER and PLYWOOD. 


Rosie stands for CUSTOMER ASSURANCE of 
Flexibility, Size, Grade and Specia in both LUMBER 
and PLYWOOD. TEXTURE ONE-ELEVEN, 
architectural siding in 8, 10 and 12-ft. lengths. Exterior 
PLYFORM ...4' x8’ BB oil and edge-sealed. 

So, you see, Rosie is the dealers’ best friend... his 
shipments assure repeat orders with no kick-backs. 
For complete customer satisfaction, 

be wise... REMEMBER ROSIE. 

His stamping ground is the big timber 
region named for Douglas Fir, Douglas 
County, Oregon...the U. S.’ Largest 
Stand of Virgin Timber. 


100% KILN 
DRIED 





ROSEBURG 
LUMBER CO. 




















1 ROSEBURG LUMBER CO., Roseburg, Oregon ; 

' (}Pleose send us nome of the nearest ROSEBURG ' 

For all needs: ; ~ Lumber Wholesaler or Jobber. ' 

ry ("] Please send us nome of the nearest ROSEBURG : 

Order from your nearest 1 Plywood Whelesoler or Jobber. i 

ROSEBURG WHOLESALER i } 

or JOBBER 1 firm al cmetinite i 

(1f you don't hove his ! i 

name ond address ' By i 
ue a ' 

the coupon) } Street : 

: City Stote ' 

' ' 

i -_ 
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immediately. In this case, Chan- 
dler sells them the materials 
needed at once on a cash or 30-day 
basis. This enables the customer 
to get started while arrangements 
are being made to finance the rest 
of the materials. 

Current plans at Chandler call 
for the construction of full-size 
models of the various home im- 
provement packages the firm of- 
fers, as part of its effort to in- 
crease sales to homeowners. 









THE WHOLE TOWN’S 
% TALKING * 


asour 


CHANDLER'S PACKAGE 
“DEALS” 








YOU SAVE GARAGES, Patios WE HAVE 
CARPORTS, Plat 
MANY $$ xoust, god-a-noom aye 
WITH our| so — A 
o PACKAGE 
SPECIAL 
: Up ON ANY 
PACKAGE") 5 7~ REMODEL- 
Over |euico aanage| ‘NS OF 
BUYING “om or @ NE 
m “con, STRUCTURE 





PIECEMEAL“. Sct’ 8” & fvOU DESIRE 
De it yourself or we can arrange a contractor 


LOW MONTHLY PAYMENTS 
NO MONEY DOWN 


CHANDLER 


_MRaee TCoMNre™ 

















ST-5-0493 
7817 VAM MUYS BLVD. coor cox. 


THREE ACRES 
OF LUMBER 
















OPEN 
Friday Evening 
and 
Daly and Seturdey 
CAM SPM 






Advertising 


PACKAGE DEALS are stressed in all 
Chandler Lumber Co. promotion. 





Issue 


ecember 12. 
i, a 


Bill Bober, the respected Johns- 
Manville economist, says 1956 will be 
the biggest building year in American 
history. Modernization, alterations and 
repairs, a big and growing market for 
dealers, will make up 32.4% of the $65 
billion overall construction volume 
next year. 

Read the details of this and other 
nag ew predictions in our industry 

n American Lumberman’s big annual 
Forecasting Issue out December 12. 
The facts you'll find in this issue will 
help you make plans that will save 
money and make money for you in ’56. 


November 28, 1955, AMERICAN LUMBERMAN AND 
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THE aanciacenea 
TIP SHEET fy Som 


Next year is going to see more emphasis than 
ever on home improvement and remodeling. 
People have money to spend and there’s nowhere 
they’d rather spend it than on their homes. 
Homes which, in many cases, are rapidly growing 
too small for expanding families. 


* 


For one thing, you can look 
for powerful, intensive promo- 
tions on the part of manufac- 
turers and magazines to sell 
the public on fixing up the 
home. People are going to be 
adding new rooms, redeco- 
rating old ones, utilizing every 
inch of living space they can. 
Naturally, they're going to be 
buying plenty of new flooring to go into these new 
and remodeled rooms. And a large percentage of 
them are going to be buying asphalt tile and vinyl- 
ashestos tile. 


* 


It’s going to be a big, booming market and you'll 
want to get your share of it. And here’s where 
Moultile comes in! The Moultile line of fine 
products is designed for just such a market. It 
offers such proven best sellers as Jubilee, the 
dots-of-color tile; Moulflex, easy-to-clean vinyl- 
asbestos tile; Moulcork, which creates the beauty 
of cork in asphalt tile and vinyl-asbestos tile. 
And, of course, Moultile asphalt tile in 29 smart 
decorator colors. 





| SAID,“MOULTILE FOR MY PLAY-ROOM !” 


* 


Already a multi-million dollar market, home improve- 
ment is going to be even bigger in 1956. Contact the 
Moultile people today and let them help you capitalize 


on this vast source of sales 


MOULTILE, INC. 


Dept. M3-11 
Joliet, Il. + Long Beach, Calif Newburgh, N. Y. 








OWENS-ILLINOIS 
GLASS BLOCK 


— and 
Modular 
Brick 


... building materials 
that “belong” together 


Owens-Illinois Glass Block are handled in the same way 
as modular brick. Same mortar materials and similar lay- 
ing technique .. . go in at the same time. Three modular 
brick equal one 8” glass block. Panels fit perfectly into 
modular size openings . . . no cutting of brick . . . no 
“squeezing” of mortar joints ...no frame is necessary. 

Glass block are pre-packed in sturdy cartons of con- 
venient size, Cartons are easy to handle, easy to store. 

Owens-Illinois Glass Block are available in a wide 
variety of designs from super-clear that you can see 
through to those that restrict sight completely. Plan now 
to push—and profit from—this versatile, practical build- 
ing material. For information or help with a specific 
problem write: Kimble Glass Company, subsidiary of 
Owens-Illinois, Toledo 1, Ohio, 


All Owens-Illinois Glass Block are 
face-coated for easy removal of 
excess mortar. Even the hardest, 
dried-on mortar rubs off quickly 
and easily, reducing finishing 
cleaning time to a minimum. 


Owens-ILLINoIs 


GENERAL OFFICES @ TOLEDO 1, OHIO 
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BUO=FAST 
ASTOMpTIC TACKERS 


C y for Tacking 


NSULATION © CEILING TILE 
BUILDING PAPERS 






These automatic tackers save you time, 
money, ond energy. One hand does the 
job. Staples are driven securely as fast 
os you operate tacker. Let Duo-Fast Tackers 
do your work for you. 

Free Service. You'll like the Duo-Fast Free 


Maintenance Service available to all Ovo- 
Fast users. 


Rent ‘em — Loan ‘em — Sell ‘em 


Write today for the Duo-Fast Story. 


FASTENER CORPORATION 


860 Fletcher — Chicago 14 








LOW PRICES - PROMPT SERVICE! 


Dependable PLYWOOD from 
the World's Best Mills. 





BIRCH 
FIR 
GUM 


Specialized Handling from 
Mill to You! 


12 Convenient Warehouses 
MICH. IND. TEXAS CALIF. MO, 
WIRE — PHONE — WRITE 
For immediate Delivery 


BRAUND PLYWOODS INC. 


314 Wabeek Bidg. 
Birmingham, Michigan 
Midwest 4-3450 

TWX S00 
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BARGAIN SHOP tucked 
into the end of a shed is a 
self-service operation. Ov- 
erhead garage doors en- 
close the shed 


BARREL OF LUMBER 
FOR $2.50, consisting of 
shorts and scraps, is popu- 
lar with homeowners. 


Odds-and-Ends Worth $1,200 Monthly 


3, 


A self - service odds - and - ends 
shop at the Besto Lumber Corp., 
Harrisburg, Penna., does a neat 
$1,200 volume each month. 

“Operating our little bargain 
shed has been practically effort- 
less,” says general manager Jim 
Doyle. “We don’t have to staff the 
shed because it is located just 
across the driveway from the 
showroom. When a customer asks 
for an item, we just refer him to 
the shop and ask him to return 
here and pay for his selection. 

“Items found in the bargain shop 
are mostly items that are shop- 
worn, damaged or obsolete. They 
are usually sold at cost or near 











cost. One exception is plywood, 
which is sold at 1514¢ per pound, 
the regular price. If the bargain 
table runs short of small pieces of 
plywood, the mill cuts up 4x8 
sheets into scraps.” 


Homeowners, do-it-yourselfers 
and contractors frequent the shop. 
The classified ad section of the 
newspaper is used to promote bar- 
gains once or twice a week. 


“We sell some pretty odd things 
sometimes,” Jim adds. “We re- 
cently sold a parakeet cage for $8. 
Now we have a steam locomotive’s 
bell in the shed. Know anyone who 
wants one?” 


November 28, 1955, AMERICAN LUMBERMAN AND 











Zip ‘em out! Then Zip 


They’re in again! 


















» Chamberlin’s ~—! 
New Weather Strip 
for Removable Sash 


Sash removal is a cinch—they literally ZIP OUT... 
ZIP IN! Flexible, floating full width metal runways hold 
sash weather tight—automatically adjusting to frame 
expansion or contraction. Sash slide easily but won't 
creep or drop. No home adjustments. Add this more 
modern, more efficient weather strip feature to your 
present line of windows. 


Has Unequalled Advantages 
for the Mill for the Builder 


1 Sash can be primed, stored and 
kept clean during construction. 
Glass breakage reduced. 


2 Roughing-in is os simple os ABC 
—no special blocking. 


1 Designed to save moterial and 
labor costs at the mill, 


2 Designed to insure satisfied cus- 
tomers and minimum service. 





3 Balances and all weather strip 
3 Chamberlin stands behind it. installed at the mill, 


for the home owner 


1 Zip-in . . . Zip-ovt Chomberlin 
equipped windows are fully 
weather stripped. 


4 Wo need to remove stops and 
mar woodwork ... ever. 


5 Zip ovt the sash and it's a cinch to 
interchange and wash combination 
storm windows and screens. 


2 Sash give and toke with the 
weather like a cushion. Slide eas- 
ily. Won't creep or drop. 

3 Window washing becomes oan 
‘inside’ job. Press sash left and it 
rolls ovt. Zips back in place. 


6 Sash can be taken out and con 
veniently painted. 





Another product of Chamberlin’s 57 years of 
engineering and manufacturing experience 


CHAMBERLIN 


CHAMBERLIN. COMPANY OF AMERICA P= 








CHAMBERLIN COMPANY OF AMERICA 
Direct Merchandise Div. 
1254 La Brosse St., Detroit 32, Mich, 
Chamberlin products for the millwork and hardware field include: Automatic 
Door Bottoms—Thresholds—Dor-Seals—(all types) Weather Stripping. 


Write For Complete 
information 
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PATTERN 
ze) 


PROFIT! 





McCalls 
FULL SCALE and TRANSFER PATTERNS 


aa 





@\ aR) 3 
A COMPLETE 
SELF - SERVICE 
PATTERN 
DEPARTMENT 
FOR LESS 


THAN wl 00 


@ Full dealer profit 

@ Low inventory 

e immediate service 

e Backed by national 
magazine advertising 


: ae 
fc meen) 


@ New original designs 
every month 

@ FREE promotional material 

@ FREE display material 


” Sales AGENT 
John H. Graham & Co., Inc. 
105 Duane $1., New York 8, N.Y. 


Gentiemen; Please give me information on the 
McCall's story immediately 


AL-II 


WORKSHOP 
TESTED 
and 
APPROVED 


Name 
Address 

City 

My jobber is 


Zone State 
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Here’s the DOOR that gives you MORE! 


Your best buy in Modern Beauty and Lifetime Durability 





Your owners will “go” for the outstanding beauty of Strand 
Garage Door. Horizontal lines blend with today’s design. 
And — that beauty /asts, because Strand Door is all-steel, galv- 
annealed with a heavier, hot-dip zinc coat for rust protection 
(steel can’t ever rot, shrink, sag, warp!). 


Strand has the heaviest face sheet and strongest framing of 
any steel door. Steel sheets and frame are all welded; there 
are no bolts to work loose. You give your owners lifetime 
durability — you do away with the “grief and cost of com- 
plaints and call-backs. 


Huge volume, concentrated in only 3 sizes, makes Strand 
America’s biggest garage door value. Your installed cost is 
reduced by Strand’s quicker, easier installation. The one-piece 
door leaf saves assembly time at the job. Factory-assembled 
hardware cuts installation time. No prime coat of paint is 
needed — another saving. 


Strand all-steel Garage Doors come in 9’ x 7’, 8’ x 7’ and 
16’x 7’ sizes. Easy to get in a hurry — through 150 national 
distributors and thousands of dealers. 





A-STEEL © GALVANNEALED + OVERHEAD’ 
GARAGE DOORS cee 


SINGLE AND DOUBLE 





TRAND GARAGE DOORS ARE THE PRODUCT OF A 50-YEAR-OLD COMPANY. WHICH 
ALSO MAKES FENESTRA STEEL RESIDENCE CASEMENTS, PROJECTED WINDOWS 
WINDOWALLS BASEMENT & UTILITY WINDOWS. METAL TRIM. LINTELS. METAL 
RESIDENTIAL SWING & SLIDING CLOSET DOORS STOCK STEEL INDUSTRIAL AND 


INTERMEDIATE WINDOWS 














5 NEW Features! 


New captive track provides added protection 
— keeps roller enclosed 


New stainless steel, automotive-type “T” han- 
dle has larger grip, more strength, better looks 


New nylon rollers, for all single receding 
doors, ensure silent operation 


New round-corner vision lites have continuous 
auto-type rubber moulding (they're optional 
at added cost) 


New adjustable track hanger cuts installation 
time 


A Book to Help You 


A 32-page book that will give you a 
lot of quick and easy garage “know- 
how." Contains 12 smart designs and 
sensible floor plans, how-to-build in- 
structions, material lists, driveway 
sketches, etc. 
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ALABAMA 
BIRMINGHAM 

Contact Detroit Stee! Products Co. 

District Office & Warehouse, Birmingham 
MOBILE 

Underwood Builders Supply Co. 
MONTGOMERY 

Building Products, inc. 
SHEFFIELD 

Southern Sash Sales and Supply Co. 


ARIZONA 
PHOENIX 
Arizona Sash, Door & Glass Company 


Arizona Sash, Door & Gioss Compony 


ARKANSAS 
UTTLE ROCK 
Fischer Lime & Cement 


CALIFORNIA 
FRESNO 


Building Material Distributors, Inc. 

K endall-Addington Company 

Pacific Coast Aggregates, inc. 
ELMHURST 

Pacific Coast Aggregates, inc, 
EUREKA 

D. C. McDonald Company 
OAKLAND 

Pacific Coast Aggregates, Inc. 

Wholesale Building Supply 
SACRAMENTO 

Norco Dist. Company 

Pacific Coast Aggregates, Inc. 

Building Material Distributors 
SAN FRANCISCO 

Pacific Coast Aggregates, inc. 
SAN JOSE 

Building Material Distributors, Inc. 

Pacific Coast Aggregates, Inc. 
STOCKTON 

Building Material Distributors, Inc. 

Pacific Coast Aggregates, inc. 


COLORADO 
DENVER 


C. A. Crosta, Inc. 
GRAND JUNCTION 
The Biggs-Kurtz Company 
CONNECTICUT 
Contact Detroit Stee! Products Company 
District Office & Warehouse, New York 


DELAWARE 
DOVER 
Layton & Co. 
DISTRICT OF COLUMBIA 


WASHINGTON 
Central Building Supply, Inc, 
FLORIDA 
JACKSONVILLE 
Jax Distributing Co. 
MIAMI 
Contact Detroit Steel Products Co, 
District Office & Warehouse, Miami 
TAMPA 
S. B. Denton Co. 
GEORGIA 
ATLANTA 
Addison-Rudesal Company 
MACON 





ger & Company, Inc, 
SAVANNAH 
Neal-Biun Company 


IDAHO 

BOISE 

Morrison-Merrill & Company 
IDAHO FALLS 

Morrison-Merrill 
POCATELLO 

Morrison-Merrill & Company 
TWIN FALLS 

Morrison-Merrill & Company 


ILLINOIS 

CHICAGO 

Reserve Supply Coop. Corp. of Chicago 
DANVILLE 

Material & Fuel Co. 
E. ST. LOUIS 

Cahokia Lumbermen’s Supply 
PEORIA 

Lucas Sales Division 
SPRINGFIELD 

Material Supply Co. 





DETROIT STEEL PRODUCTS CO. 


DISTRICT OFFICES OF DETROIT STEEL PRODUCTS COMPANY 


See 








Nearest 
INDIANA 


EVANSVILLE 
Indiana Wholesalers, inc. 
FORT WAYNE 
International Lumber & Supply Co, 
INDIANAPOLIS 
Building Materials Service Division of 
Capital Paper Company 
OND 


Standard Equipment & Supply Corp. 


Your 








Thorn Wholesale Supply Company 
SOUTH BEND 
E. R. Newland Company, inc. 
1OWA 


CEDAR RAPIDS 
Harper-Mcintire 

OTTUMWA 
Horper-Mdintire 


KANSAS 
WICHITA 
Pioneer Building Company 


KENTUCKY 
LEX 


INGTON 
Reserve Building Supply, Inc. 
LOUISVILLE 
Thorne Wholesale Supply Co. 
New Albany, Ind. 
PADUCAH 
Paducah Sash & Door Company 


LOUISIANA 

ALEXANDRIA 

Davidson Sash & Door Company 
BATON ROUGE 

United Sash & Door Company 
LAFAYETTE 

Davidson Sash & Door Company 
LAKE CHARLES 

Davidson Sash & Door Company 
NEW ORLEANS 

Cole Manufacturing Compan 


New Orleans Sash & Door — Inc. 


MAINE 


Contact Detroit Steel Products Company 
District Office & Warehouse, Boston 


MARYLAND 


BALTIMORE 
Central Building Supply, inc, 


MASSACHUSETTS 
Contact Detroit Stee! Products Company 
District Office & Warehouse, Boston 


MICHIGAN 

ALPENA 

Saginaw Sash & Door Co. 
CADILLAC 

Saginaw Sash & Door Co. 
DETROIT 

Strand Det. 

Wimsatt Brothers 

Garage Door Mart 
GRAND RAPIDS 

Acme Door & Awning Co, 
KALAMAZOO 

Miller Sash & Door Compony 
SAGINAW 

Saginaw Sash & Door Co. 


MINNESOTA 
Contact Chicago D, O. 


MISSISSIPPI 
JACKSON 


Fred Thrasher Co. 
Jackson Sash & Door Company, inc. 
Lumbermen’s Supply Company 


JOPLIN 

Southwestern Sash & Door Co. 
KANSAS CITY 

Martin Material Company 
ST. LOUIS 

Bidg. Products Supply 
SPRINGF 

Farm & Home Supply Company 


MONTANA 
BILLINGS 
Building Specialties Company 


STRAND GARAGE DOOR DIVISION 


Strand Jobber — 


© 2244 £. Grand Bivd., Detroit 11, Mich. 








NEBRASKA 
HASTINGS 
Hansen Building Specialties, Inc. 
NEVADA 
RENO 


Flanagon Warehouse Company 


Contact Detroit Steel Products Company 
District Office & Warehouse, Boston 


NEW JERSEY 
ELIZABETH 
Bildisco 
NEW MEXICO 
ALBUQUERQUE 
New Mexico Company 


NEW YORK 
BROOKLYN 


Herb Helmus Hardware Corp. 
LONG ISLAND 
Empire Millwork Corporation, Northern & 
Willet Bt. Bivds, Corona 
Queen Door Co., South Ozone Pork 
Ajay Overhead Doors, inc., 
New Hyde Park 
Royal Glass Works Corp. 
MOUNT VERNON 
Lanson Door Co, 
ROCHESTER 
Genessee Reserve Supply 


NORTH CAROLINA 
FAYETTEVILLE 
Binswanger & Company, inc. 
GREENSBORO 
Binswanger & Company, Inc. 


NORTH DAKOTA 


Contact Detroit Stee! Products Co. 
Office, Chicago 


OHIO 
AKRON 


Cueni Construction Company 
CINCINNATI 

Acme Sash & Door Company 
CLEVELAND 

District Office, Cleveland 
COLUMBUS 

Morris Door Company 
MUNROE FALLS 

Cueni Construction Company 
TOLEDO 

Nixon-Peterson Lumber Co, 
WARREN 

Ohio Glass & Sales Company 


OKLAHOMA 


Long-Bell Lumber Company 
OKLAHOMA CITY 
Long-Bell Lumber Company 


PORTLAND 
C. E. Sand Plywood Company 


PENNSYLVANIA 
BRADFORD 
A. Miller & Sons Lumber Co. 
PHILADELPHIA 
Contact Detroit Steel Products Company 
District Office & W arehouse, Philadelphia 
PITTSBURGH 
Contact Detroit Steel Products Company 
District Office & Warehouse, Pittsburgh 
SHEFFIELD 
McMillen Builders Supply Co. 


RHODE ISLAND 


Contact Detroit Stee! Products Co. 
District Office, Boston, Mass. 


SOUTH CAROLINA 








COLUMBIA 

Bi 9 pany, inc. 
FLORENCE 

Bin ger & Company, inc. 
GREENVILLE 


Binswanger & Company, Inc. 


Detroit 11, 


Listed Below 


ee ee eee ee ee cee wee ee ee es ee oe 

| Strand Garage Door Division 
Detroit Steel Products Co. 
AL-11, a) &. Grand Bivd. 


© Please send yt mtg booklet of 
Gerage Pians and | 
10c for postage and handling 





SOUTH DAKOTA 
Contact Detroit Stee! Products Co, Dis- 
trict Office & Warehouse, St. Louis, Mo. 


TENNESSEE 
KNOXVILLE 
Wilson- W eesner- Wilkinson Company 


Fischer Lime & Cement Company 

ASHVILLE 

Nashville Sash & Door Company 

TEXAS 

AMARILLO 

Long-Bell Lumber Company 

Davidson Sash & Door Company 
CANADIAN 

Santa Fe Sash & Door Company 
DALLAS 


Huttig Sash & weed Gonpeny. inc. 
Texas Sash & Door 


PASO 
Booker-Walker Supply Company 
T TH 
Texas Sash & Door Company 
HOUSTON 


Houston Sash & Door Company 

George C. Vaughan & Sons 
LUBBOCK 

Lubbock Sash & Door Company 
NEDERLAND 


George C. Vaughan & Sons 
SAN ANT 
George C. Vaughan & Sons 


Sweetwater Sash & Door Company 


waco 
Stevens Sash & Door Company 


UTAH 
SALT LAKE CITY 
Morrison-Merrill & Company 
VERMONT 


Contact Detroit Stee! Products Company 
District Office & Warehouse, Boston 





VIRGINIA 
BRISTOL 
Bristol Steel & Iron Works 
DANVILLE 
Bi J & Cc - - 


Eico Lumber Company, Inc. 
Swift Construction & Rely Co 





Bi ger & Company, inc. 
ROANOKE 
Binswanger & Co. 
WASHINGTON 
SEATTLE 


Paimer G. Lewis Co. 
SPOKA’ 


Lumbermen's Supply Corporation 
WENATCHEE 

£. T. Pybus Company 
YAK 
Aves Millwork Company, Inc, 


WEST VIRGINIA 


CHARLESTON 
Oscar F. Henry Co, 
West Virginia Stee! Corp. 
PARKERSBURG 
Parkersburg ice & Fue! 


WHEELING 
H. L. Seabright Co. 


WISCONSIN 
MILWAUKEE 
Jackson & Foster 
WYOMING 


Contact Strand Jobber in Denver, Colo- 
rado; Salt Lake City, Utah; or Billings, 
Montana 


CANADA 

LONDON 

George H., Belton Lumber Co, Lid. 
SARNIA 

Belton Lumber Company, Ltd. 
TORONTO 

Ontario Lumber & Supply 
WINNIPEG 


Walter Wray, Lid, 





jeas ie Cee 








Atlante, Ga. + Baltimore, Md + Birmingham, Alo. + Boston, Mass. + Chicago, Ill 
Cincinnati, Ohio « Cleveland, Ohio + Denver, Colo. + Detroit, Mich. « Houston, Texas 
los Angeles, Calif. + Miami, Fla. + New York ‘City, N.Y. «+ Philadelphic, Po 
Pittsburgh, Po. « San Francisco, Colif. » Seattle, Wash. + St. Louis, Mo. « Washington, 0.C 


showing how to modernize my garage. 


| 

| 

| 

| 

© Please send free 12-page booklet | 
| Name 

| 


oI on 
a tate 
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Homeowners Like How-to-Do-It School 


Kentucky dealer offers class instruction and on-site ad- 
vice to eager students. 


Harold L. Hancock was a builder 
before he went into the lumber 
business in Lexington, Ky., two 
years ago. Consequently, his know- 
how is immediately evident when 
he talks to prospective home build- 
ers and remodelers in the free 
school for home handymen in his 
office headquarters on Monday 
nights. 

Hancock, the first central Ken- 
tucky dealer to offer free schools 
for week-end carpenters, surprised 
readers of the Lexington Herald 
and the Lexington Leader with an 
ad announcing: 

“Free School for the ‘Week-end’ 
Carpenter. How to Build a Garage 
for as Little as $250.” 


Too Good to Be True? 


Homecwners just couldn’t be- 
lieve anyone would offer so much 
free instruction without first put- 
ting them under some obligation 
to buy. Yet, that is exactly what 
Hancock does. You will find no 
more commercialism in his classes 
than you will find in a vocational 
school. 

He is interested in selling build- 
ing materials, but he is also inter- 
ested in building good will as a 
basis for future sales. 

Hancock’s classes are intended 
primarily for the week-end builder, 
the homeowner with little time to 
give to improving his place, but 
with a real need to do so. During 
the years he spent as a builder, 
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Hancock discovered that the big 
contractor does not have time for 
small jobs and that it is difficult 
to hire anyone for these little jobs. 

Each project under class discus- 
sion is illustrated by a movie and 
a talk with blackboard drawings. 
Hancock goes over any points in 
the demonstration, which may not 
be clear; materials used in the 
night’s project are on display. Lit- 
erature further illustrating the 
class subject is given each stu- 
dent; this may serve as home- 
work and for later guidance in 
step-by-step construction. 

Step-by-step! This is the watch- 
word of Hancock’s advice to his 
students. He advises his students 
to go slowly at first, not undertak- 
ing too much until they have ac- 
quired a knack. However, Hancock 
makes building sound easy enough 
to encourage students to start their 
first project. 

Almost as instructive as the 
demonstrations are the discussions 
which follow. Students ask ques- 
tions and there is also an exchange 
of ideas among the students them- 
selves. One student, who planned 
to build a 9 x 12 room was advised 
that a larger room would be more 
useful, another inquired about us- 
ing radiant heat with concrete 
blocks; a third inquired about air 
conditioning ducts; and another 
about the cost of a build-it-your- 
self TV room 15 x 22 feet. 


Make Cost Comparisons 


The discussion period also cov- 
ers a comparison of materials and 
their costs versus their long-term 
usefulness. Hancock maintains a 
tool rental department, a big assist 
for the week-end carpenters who 
can’t afford to buy their own. He 
helps his students with on-site in- 
struction advice and estimates of 
the amount, kind and cost of mate- 
rials needed for the proposed proj- 
ect. He also maintains a list of 
skilled carpenter contractors. 

Hancock’s first four classes cov- 
ered these subjects: “How to Make 
Extra Living Space in Your At- 
tic”; “How to Add a Room to Your 
Home”; “How to Build a Garage.” 
Classes are held in Hancock’s of- 
fice, which is large enough to hold 
40 people. Applications were taken 
in advance by phone. Hancock 
plans to have building demonstra- 
tions outdoors this spring. 

Hancock himself is the principal 
class instructor, although suppliers 
furnish demonstrators and films. 
Listening to Hancock begin, 
“When I did it in my house,” the 
student has a feeling that here is 
one who can really help, a prac- 
tical doer, not just a theorist. 
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Show'Em 
And You I Sell Em 


NEW PRODUCTS 


The popular priced Pacemaker— 
chrome plated cases, white blades. New 
rules with tested Stanley quality in 4 
sizes. AO6W—75¢, AOBW—89¢, AOLOW 





—$1.09 and AOI2W- 


$1.29. 





Real line leaders—the completely re- 
designed 1200 series...all new, the 
finest rules... “Tru-Reading’’ mouth 
and “Tru-Zero” hook, white blade, big 
black numbers... double scale tape in 
8, 10 and 12 ft. sizes. 1206W—98¢, 
1208W—$1.19, 1210W—$1.49 and 
1212W—$1.89, 





The BIG rules—white tape %” wide 
for extra rigidity. Double scale—inches 
on one edge, feet and inches on the other 

“Tru-Reading’ mouth and “Tru- 
Zero” hook . . . 3610W, 10 ft.—§$2.39 
and 3612W, 12 ft.—$2.89. 


NEW PACKAGES 


Each 3600 and 1200 rule comes in its 
own deluxe Magna-View box, and each 
in its own individual display box. The 
deluxe Magna-View box is a handsome 
and useful premium ... the display tells 
and sells effectively from counter, island, 
peg board, wall or window. 


Each Pacemaker comes in its own 
Magna-View box, a re-usable plastic 
box with handy magnifying lens lid 
...6 Pacemakers are packed in the 
tell and sell display shown here. Here 
is product, package and point-of-sale 
promotion in one easy-to-show, easy- 
to-buy-from unit. 


NEW PROMOTION 


Stanley is telling 34 million readers of 
hometown newspapers in and around 83 
home towns about these Stanley Rules. 


This is local advertising on a na- 
tional scale. 


And that’s only part of it. Millions 
get a second look at these rules in Stan- 
ley advertising now running in Tue 


Saturpay Evenine Post, Berter 
Homes & Garpens, Tue Carpenter, 
PracticaL Buttper and AMBRICAN 
BuILper. 


Give your customers the third look, 
the look that sells...show Stanley 
Rules in your store. Your wholesaler 
can supply you now. Write Stanley 


Tools, 12N Elm St., New Britain, Conn. 


STANLEY 


The Stanley Works 


New Britain, Conn 


TOOLS « ELECTRIC TOOLS « HARDWARE « STEEL « STEEL STRAPPING 
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FLUSH CEILING LIGHTS throw a highlight on the display counters and augment the 
indirect lighting from fluorescent lights in cove around the rim of showroom. Cover. 


Professional Planners Designed 
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FLOOR PLAN of the Bank showroom shows maximum use of floor space for display fix- 
tures and grouping of service functions near the entrance. 
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NEW HOME of the Bank Lumber Co., Enid, Okla., is two 


stories high and covers an area of 100x150 feet. 


Experts in design, lighting and layout 
combined their talents to give this Oklahoma 


dealer an attractive showroom. 


This Showroom 


Marking the recent completion of its expansion 
program—the result of nine years’ planning—E. W. 
Bank Lumber Co., Enid, Okla., held an open house 
to introduce its new showroom to the public. 

In the planning stage for several years, construc- 
tion of the new showroom became necessary when 
a $100,000 fire destroyed the firm’s building and 
stocks early last year. Rather than build at the old 
location, president E. W. Bank decided to rebuild on 
a site purchased nine years previously when tenta- 
tive plans for future expansion were contemplated. 

The new showroom, the result of Bank’s experi- 
ence in the building materials business and profes- 
sional advice from store design experts uses some of 
the latest ideas in showroom design. 

In contrast to the old 60x64-foot building, the new 
two-story structure covers 30,000 square feet. The 
sales room is 40x50 feet and all floors are concrete 
covered with vinyl] floor tile. 

Constructed at a cost of about $80,000, the brick 
and tile building is equipped with an 11-ton air con- 
ditioning unit which also can be used to heat the 
building. An _ electrically-operated conveyor belt 
carries materials to the second floor. 


Well-Designed Lighting 


To provide sufficient lighting, the architect and an 
electrician collaborated to design an efficient light- 
ing system. 

Fluorescent lights were installed in a cove around 
the perimeter of the showroom and 21 flush ceiling 
lights provide indirect lighting. To highlight the dis- 
play counters, 14 bullet spotlights were mounted on 
the showroom walls. 

The wall displays are lighted with fluorescent tubes 
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SERVICE COUNTER and bookkeeping space are combined 
at the store entrance. Note the built-in lighting. 


and additional swivel-mounted spotlights are pro- 
vided along the walls to highlight special items. 


Varied Display Fixtures 


To provide ample display space for a wide variety 
of materials, Bank uses several types of fixtures. 
Some of these were purchased from display fixture 
manufacturers KD and assembled at the store. 

To effectively use the space around the four col- 
umns in the showroom, special fixtures were designed 
and built by the firm’s carpenters. 

To display hardware and tools, Bank constructed 
a special display fixture the length of one side of the 
showroom opposite the entrance. A perforated hard- 
board backwall is used to display various items. 


Service Counter Near Door 


The service counter, spotted near the door, makes 
possible a modified form of self service. Paint is dis- 
played near this service counter, along with other 
fast-moving items which require a minimum of sales 
assistance. 

About 4,000 people attended the 20-year-old firm’s 
open house and inspected Bank’s new quarters. To 
introduce a line of hand tools—a new addition to the 
firm’s hardware stocks—-Bank offered a discount on 
tools purchased during the open house. A similar 
discount of 10% to 20% was offered on paint that 
day. 


For more information where display fixtures shown 
in the photographs may be purchased write: American 
Lumberman, 189 N. Clark St., Chicago 2, IU. 
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How to 


keep pace 






with your 


market 


Keeping up with a changing market is like 
trying to run up a moving stairway. However, 
you can use a controlled advertising method 
which both develops and anticipates consumer 
needs. 


Try using HOME Maintenance & Improve- 
ment magazine, sent quarterly to your con- 
sumer trade. Over 1600 lumber dealers have 
found that sending this helpful magazine to 
their 400,000 customers and prospects is a 
profitable promotion—because HOME makes 
it easier for the consumer to buy. 


HOME Maintenance & Improvement is a 
full-sized, national consumer magazine, with 
full color cover bearing your name, address, 
phone number and sales message. We mail it 
to your customer and prospect list — live 
names, not just occupants or boxholders. 





(For more data on advertised products fill in coupon on page 72) 
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There is timely, worthwhile information 
for the homeowner in HOME. It is full of de- 
tailed photos and stories on home remodeling 
and repair, all referring to you, the local lum- 
ber dealer, as source of materials and infor- 
mation. Appeal is not only to the consumer 
who wants to do it himself, but to the man or 
woman who wants to do an intelligent job of 
buying a home improvement package from you. 


And, if a suitable mailing list might be a 
problem for you, we are prepared to supply a 
prospect list for you at nominal cost—compiled 
from proved homeowners in your trading area 
—available for nearly every U. S. city and 
town of 5,000 population and over. 


We want to give you full information about 
this solution to your local advertising prob- 
lems. Just fill in the coupon below and mail. 





Service Manager, Room 2000N. 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 
FInancial 6-5380_ 

( ) Send us complete information, with no obliga- 


tion on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 


Business name 
Street 
City- haat 


Zone State 


Your name__..___ i “ 
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theres 
more than. 


chicken feed... 


In handling builders’ hardware, 
Russwin dealers have these important profit advan- 
tages . . . how about you? Selected Dealership .. . 
an incentive to develop a sound, permanent builders’ 
hardware department. A Full Line . . . an opportunity 
to handle 90% of the builders’ hardware needs. Two 
Lock Lines . . . a choice to meet budget requirements. 
Sales clinchers ... more ways than one to get large 
orders. A Simplified Line . . . from the exclusive label- 


THE LINE 


“Stilemanor” 
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Standard Duty Lock Line 











in the 
right 
line 
of 


BUILDERS’ 
HARDWARE 






ing system to the locks that are so easy to install. 
A Nationally Advertised Line . . . cultivating new 
business every day. 

With all these advantages and more, Russwin 
dealers are equipped to pick off the most profitable 
orders .. . not just those that amount to “chicken 
feed”. Talk to your distributor. Russell & Erwin 
Division, The American Hardware Corporation, New 
Britain, Conn. 


‘a Le f 
< — f , 


WL a ‘ee 
p nN 

WITH SELECTS? DEALERSHIP 
“Homegard” Screen-Storm Miscellaneous 


Residential Lock Line Doorware Trim Hardware 
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PANELIZED CONSTRUCTION and 


speed con- 


prefabricated trusses 


struction of DeForest Homes 


Cedar Lake Acres. Parts are fabri- 


cated in a barn nearby 


SCALE MODELS 
of the 10 DeFor 
est Homes are 
displayed in the 
DeForest & 
Hotchkiss Co 
showrooms. Sales 
manager J. 
Forest 

lifts a model 
show prospect the 
floor plan. Cover. 


Connecticut dealer offers 100% Package Home Deal 


Land, materials 
and financing — all in one 
location — helped sell 51 


homes in six months. 


labor, 


By offering homes as a complete 
package, including land, appliances, 
landscaping and financing arrange- 
ments, DeForest & Hotchkiss Co., 
New Haven, Conn., wrapped up 
sales of 51 homes in less than six 
months this year. 

Spearheaded by J. DeForest Ven- 
ter, sales manager and secretary of 
the firm, the program is a direct re- 


46 


sult of his attendance at a manage- 
ment workshop moderated by Amer- 
ican Lumberman’s editor Art Hood 
in August, 1954. 

Well aware that to sell building 
materials as a home package the 
dealer must control the entire sale, 
DeForest & Hotchkiss developed 10 
home designs called the DeForest 
Homes. Seven of the designs are 
adaptations of the Lu-Re-Co system. 
With these adaptations it’s possible 
to meet the demand for individu- 
ality in homes and also realize the 
economies of panelized construction. 

The 10 styles include Cape Cod, 
split level, ranch and contemporary 
designs. Prices of these homes run 
from $14,195 to $16,750 erected on 


a Y-acre or larger tract. This in- 
cludes a full basement, septic tank, 
landscaping and other extras which 
make these homes attractive to buy- 
ers. 

Organize subdivision. Early this 
year, Venter and associates pur- 
chased a 116-acre tract adjoining 
Cedar Lake in North Bramford, 
Conn. Nestled in rolling hills and 
woods, the tract has been divided 
into lots of at least a half acre 
each. 

To build the DeForest Homes on 
this tract, Venter formed the Cedar 
Lake Construction Co. Once the 
ball was rolling, four other con- 
tractors began erecting the De- 
Forest homes at Cedar Lake. De- 
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INFORMATIVE 
BROCHURE is 
used to promote 
the DeForest 
Homes. Salesman 
Kenneth Thomp 
son points out one 
of the 10 basic 
homes available 
to a prospect 


BUILT-INS and appliances can be 
included in the home package if de 
sired. Purchase price can be in- 
cluded in the original mortgare 


Forest & Hotchkiss Co. controls 
the sales of all building materials 
going into these homes. 

Using the variety of designs 
available, the builders have avoid- 
ed placing similar homes side by 
side and thus escape the regi- 
mented look found in some poorly 
planned subdivisions. 

A large barn adjoining the de- 
velopment was converted into a 
plant to fabricate the wall panels 
and trusses. Lumber, trucked from 
the DeForest & Hotchkiss yard in 
New Haven is precut at the plant 
and fabricated into house compon- 
ents. 

The carefully-engineered home 
packages are available to building 
contractors, do-it-yourself custom 
ers and community project build 
ers in the area. If a landowner 
wants a DeForest home on his lot, 
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HE the disw\av 


the firm will erect it for him or 

furnish the materials package and 

let him arrange for labor. 
Package promotion plan. Even 


the promotion for the DeForest 
Homes is a well-planned package. 
Radio, newspaper, billboard and 
direct mail advertising are used to 
invite prospects to visit the lumber 
dealer’s showroom or the Cedar 
Lake Acres subdivision. 


In its showroom, the lumber 
company displays 10 scale models 
of the homes. If a prospect is in- 
terested, arrangements are made 
for him to visit a DeForest home 
under construction. 

When a prospect visits the Cedar 
Lake tract, he is ushered into a 
former garage which has been 
modified into a sales office and 
handed a large brochure explain 
ing the financing arrangements 


| for the Quabity Materials 


used in these 


DeForest Homes 








HAN 
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and showing floor plans and 
sketches of the homes. The booklet 
also explains how built-ins and ap- 
pliances can be included in the 
initial cost of the home. These ap- 
pliances include automatic laun- 
dries, garbage disposal units, dish- 
washers, wall refrigerators, ovens, 
ranges and summer air condition- 
ing. 

A local financing agency han- 
dies the paper on the DeForest 
Homes. Financing is available for 
VA and FHA-backed loans and 
conventional mortgages. 

Pleased with the success of the 
packaged homes and the subdivi- 
sion, Venter has set his sights on 
other tracts to develop and an ex- 
panding market for building ma- 
terials packages. 
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RAPID PIECE PRICING of lumber is possible with the circular lumber 
calculator developed by a California dealer. Here, one of the original 





calculators is shown in use at the firm’s consumer counter. 


Circular Calculator Speeds Lumber Figuring 


Piece prices, lineal foot prices and quantities of lumber 
are easily figured with calculator developed by California 


yard manager. 


To solve the problem of quickly 
telling cash customers what the 
piece price is on lumber, a prac 
tical circular lumber calculator 
has been developed by Fred Kranz, 
manager, Golden State Lumber 
Co., Santa Monica, Calif. The cal- 
culator is saving time and money 
and making the task of figuring 
lumber easy for the firm’s counter 
men. 

The Golden State circular lum- 
ber calculator is simply made of 
two revolving discs with a hair 
line indicator or pointer which 
swings from the center 

ty rotating the dises and lining 
them up with the indicator, a 
counterman can easily read the 
piece price of any size of lumber. 
The calculator will also give the 
answers to the price per lineal 
foot, and price per board foot and 
the amount of lineal or board foot- 
age in a given piece of lumber. 


Piece Price Psychology 


“We have a big group of cash 
customers,” explains Kranz. “Most 
people do not understand or care 
about the price of lumber per 
theusand. They simply want to 
know how much their own lumber 
order will cost. 

“It is obviously psychologically 
better to tell a customer that a 
1x6-10' will cost 65¢ than to say 
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that the lumber is $130 per thou- 
sand. Pricing by the piece lessens 
misunderstanding as well as er- 
rors. 

“But, the big disadvantages of 
using piece price lists,” adds 
Kranz, “is that new tables must 
be made up every time the prices 
change. Our circular calculator 
eliminates this and allows im- 
mediate answers for any price 
within slide-rule accuracy.” 


Circular Shape Best 


Kranz’ first attempt to construct 
his own lumber calculator was by 
length and straight distances, 
such as in a regular slide rule. 
However, the tool had to be 2% 
feet long just to get up to 80 board 
feet. Then, Fred got the idea of 
using an index circle in place of 
a straight rule. 

“Two models of the circular 
calculator were completed before 
the final form was arrived at,” ex- 
plains Kranz. “We've just recently 
had the latest calculator copy- 
righted in my name. The new cal- 
culator is especially fitted for sizes 
of lumber found in Douglas fir 
common. 

“We've gone up in scale as high 
as $700 per thousand. Ten dollars 
is tops for the piece price. Lineal 
footage goes up to 160 and the 
board footage goes up'to 80. The 


sizes of the lumber range from 
1x2 to 12x12. 

“We figured out the geometry 
for each scale and worked the 
whole thing out with a single pro- 
tractor. The calculator has been 
cross-checked and found*to be 
quite accurate. 

“We feel that the circular cal- 
culator is extremely easy to learn 
to operate if a person merely 
works out a series of different 
problems on it. The basic calcula- 
tions are easy to learn and addi- 
tional uses for it are soon found 
by the countermen,” concluded 
Kranz. 


DIAGRAM OF CALCULATOR, which 
is copyrighted, shows the markings 
and instructions for operation. The 
dises revolve to figure piece prices, 
lineal foot prices and board foot and 
lineal foot quantities 
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Cre Goue DOUBLE ASSURANCE 
of DRY LUMBER! 


BIG 
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Well seasoned, uniform stock 
that supplies you and your 
customers with dollar value 


far higher than lumber 


For your customers’ sake and your service, 
Play Safe... Buy Brands You Know! _— shipped green from the saw. 


ae 
PUT GE | git 
LUMBER COMPANY 
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READYBUILT 


Reg. U.S. Pot. Off 


Fireplaces 


> 


No Home Com- 
plete Without a 
Fireplace! 


” 


. 


Shipped Com- 
plete, Ready to 
be Installed! 

. 


Adds beauty, cheer and comfort to any 
home, old or new. 

The modern fireplace that fulfills all 
modern day requirements — used with gas 
or electricity. 

Large variety of attractive models in 
brick, stone, wood, etc., available. 

Furnished complete — ready to be in- 
stalled by a handy man—shipped anywhere. 


DEALERS, BUILDERS and HOMEOWNERS 
write for catalog and full information 





the READYBUILT PRODUCTS x 


j 1708 MeHeary $¢., Dept. AL, Balto. 23, Md 














SCREEN 
Rollers 


Convex Face 


2” dia. x 


Standard 
1/16” face 
Primarily — ie poutine 6 Gon ag 4 
ing inte Can 
supplied i 3 saa" rounded a 


Concave Face 






Standard 2” dia 


spline into frame after 
as been ran, 8, 
sizes are .093 


125 ond 170 width of 
Flanged 


screen i 


a 
and 
width 






Ow 
9/16" 


Standard stock size 
1.5/8" diemeters by 
of face. 





Special sizes on all above tools can be 
te order. Send specifications. 


HOGGSON & PETTIS MFG. CO. 


SOT 1650, WEW HAVEN, CONN, U.S. A 
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VINCENT OGLETREE, 





secretary of the Lumbermen’s Association of Texas, 


pointer in hand, moderates Texas workshops. This one in Waco was attended by 
about 60 dealers. Seated at table on platform is W. H. Curry, president, Lumber- 
men’s Association of Texas and president of the W. F. & J. F. Barnes Lumber 


Co., Waco 


Dealers Praise ‘’Pricing’’ Workshop 


Survey shows 99% of 
dealers attending first Art 
Hood workshops in Texas 
plan to come back for three 


additional sessions. 


The tremendous success of the 

, one-day Art Hood Workshops on 
the theme. “Pricing for Profit,” has 
led the Lumbermen’s Association 
of Texas to plan three more work- 
shops covering management prob- 
le ms, 

* * * 


A recent posicard survey of the 
dealers who attended the first work- 
shop showed that 99% planned to 
attend the remaining three sessions 
in their area. Over 800 dealers at- 
tended the first workshop. Vincent 
Ogletree, secretary of the Lumber- 
men’s Association of Texas, mod- 
erated the sessions. 


“* + 
“One of the finest things . . .” 


I think the One-Day Workshop 
which you and Vincent have made 
available to the lumber dealers of 
Texas is one of the finest things 
that the association has or can do. 
Burl and I attended the one here on 
Thursday and I believe I got more 
out of this meeting than all other 
lumber meetings I have attended 
put together.—Clyde A. Penry, Pen- 
ry Lumber Co., Ft. Worth. 


“Down to earth..." 


Allow me to congratulate you on 
the well organized and well con- 
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ducted meeting in San Antonio. 
Four of our managers and I attend- 
ed and all feel that it was very 
worthwhile and down to earth. We 
have already had a meeting to apply 
some of the things learned.—Joe B. 
Frey, treasurer, Clay Building Ma- 
terial Co., Stephenville. 


“Finest type of service...” 


We want to add our word of 
praise for the excellent iob you are 
doing with the One-Day Workshops. 
Three of our men have attended and 
were most enthusiastic. The other 
men will be in later sessions either 
at Dallas or Waco. This sort of 
thing is the finest type of associa- 
tion service. You are making a 
great contribution to the industry. 
—Frank E. Carey, Jr., vice-presi- 
dent, Wm. P. Carey Lumber Co., 
Oklahoma City. 


“Lot of worthwhile ideas .. .” 


I want to compliment you on the 
way the Pricing School was con- 
ducted. I got a lot of worthwhile 
ideas from it and while I may not be 
able to reach the goal of 50% more 
profits and 25% more sales, I am 
sure I can increase our profits. 
Frank Overby, Jr., manager, Mu- 
tual Lumber Co., Caldwell. 


“Never so much benefit .. ." 


Just a note to let you know how 
much I enjoyed attending the Art 
Hood Workshop, which was pre- 
sented so ably by you and Mr. Ogle- 
tree. Never in my career in the 
lumber business have I received so 
much benefit in such a short period 
of time-—J. T. Sikes, purchasing 
agent, Wm. Cameron & Co,. Waco. 
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Wholesalers throughout 
the country want the “Best 
in Redwood” they order 
from HOBBS WALL LUM- 
BER COMPANY. 


HOBBS WALL LUMBER COMPANY 


The exclusive distributor for Willits Redwood Products 
Company, Hobbs Wall! will supply all grades of kiln aA 
dried REDWOOD ... including the finest architectural 


selections, to any part of the United States. FOLDING LEGS Dinies Tables 





Benches 


Buffet and 
eo Tables 





oH / x 
For the “BEST IN REDWOOD” ask your wholesaler to Ping Peng 
Tables 


Be sure and order from 








Make Tables, Platforms, Work Benches 
WwW iN LL . « » Quickly, Easily, Inexpensively! 
H @) B BS A natural for the big “do-it-yourself” 
L U M RB F R © (@) market! Perfect for easy sales to homes, 7 

“ churches, caterers, offices, factories! cehiernenien 
405 Montgomery Street @ San Francisco, California Sturdy bright-plated steel Atlas Folding shelf if desired. 
- Legs are easily screwed onto wood, 
plywood, flush doors, etc.: create extra 
sales of materials! They lock into posi- 
tion open or closed; provide plenty of 
leg-room; make tables that support a 
ton or more! BIG INTRODUCTORY 
OFFER PUTS YOU IN BUSINESS WITH 


SELF-SELLING DISPLAY FOR ONLY 
$72.00 . . . send coupon today! 






































PERFECT CHOICE FOR 
LUMBER YARDS 
and SMALL SHOPS! 





ATLAS LEGS ... IN SIZES TO 
MAKE TABLES FOR ANY USE... 
Introductory offer includes 12 sets 
of legs plus handsome display, 
$87.00 value, for only $72.00— 


A Me@iuM size, wedge-edjusted planer 
which is widely used in nearly all 
phases of the wood-working industry. 
Equipped with sectional feed roll, sec- 
tional chip-breaker and four driven 











rolls ae. gous erg _ returns $119.40, 40% profit, at list pew ey tape 
veryi without danger o 
tick-beck. Has built-in knife price of $9.95 set. Atlas Legs right off 





s 
grin@er, variable speed, in- our wall. $15 value 
sfantaneeus contre! of lower 
rolls, Msfantaneous mi- 
crometer control of 
pressure bar, shearing 
ber and other 
highly desirable 
features. Sturdy, 
semi-steel cast 
frame. Capacity: 
24", 26" of 1" x 
8". A real pre- 
cision, production 
machine at mod- 
erate price. Write 
for descriptive 
bulletin—No. 54. 





EE with introduc- 
tory olfer. 


3th & Reed Sis., 
Phila, 46, Pa, 


FILL OUT AND MAIL COUPON TODAY 


All-Luminum Products 

36th & Reed Sts., Phila. 46, Pa. 

(] Rush me Introductory Offer of 12 sets of Atlas Legs, 
including FREE display 

[) Send literature and salesman. My 
distributor is asiiiemeaanitiaiiia titania” 











Firm Name PaaS eee at Pee ee ee. 
MACHINE WORKS : q Address a eee ee 
238 EIGHTH ST., HOLLAND, MICHIGAN 4 City — —Zone____ State 
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Do You Know Your Lumber? 


take 


Test your knowledge with this 37- 


= 
word for it. A question quiz. You’ll find the answers 
ui “ on page 62. 





Gerard A. Hemond, of Hemond Building Specialties Co., 


“ : Z her ti 8 37 36 correct: Srce y / 
Woonsocket, R.1., had this to say about last year’s NAHB Lumber Ratings—87 or 36 correct: Excellent! 





Show: “The best show since these conventions started .. . 35-33: Good. 32-30: Fair. 
I guess I've gotten more experience at these shows than 
I could have gotten in a lifetime otherwise.” TO FO 1. No. 4 spruce has smaller and tighter 
knots than No. 4 pine. 
" k ‘ tt)? 2. Vertical grain redwood is typically 
axe / less expensive than flat grain. 
word for it f TO F 3. A number of hardwoods are actually 
2 ¢ . 2 softer than Douglas fir. 

T F | 4. The sapwood of western red cedar is 
You said it, Mr. Hemond .. . better than we can! We hope aa darker in color than heart- 
you'll be back for this year’s show... there'll be more wood, 


exhibits, more space for product demonstrations, more 
program features, more builders, dealers, jobbers, archi- T | F 
tects and manufacturers represented. 

We've secured the facilities of the Chicago Coliseum 
this year, in addition to the Hilton and Sherman Hotels! TO FTI 6 
This means that scores of manufacturers will be able to 
exhibit at this great builders’ show for the first time. 


or 


. One major reason for quarter-sawing 
oak flooring is to reduce shrinkage. 


. The heartwood of redwood has a 
greater resistance to decay than does 
the sapwood. 


12th annual J F () 7. Sycamore is most often used for struc- 
take tural dimension. 
NAHB 


: T © FOC 8. Spike knots are more apt to affect the 
of this CONVENTION surface appearance of quarter-sawed 


ONCE-A-YEAR EXPOSITION boards than plain sawed boards. 
G fig a £ arter-sawed boards ee . 
OPPORTUNITY! §“"“*<° SS 


January 22-26 


= 
= 
— 





ar | 
= 
— 


. Maple is usually considered to be a 
wood that can be worked with relative 
MORE THAN 600 EXHIBITS... ease with hand tools. 

Everything in building materials and home equipment .. . 

scores of brand new products, improved “standards” by the 

hundred, will be displayed by all leading manufacturers. 


T OO F © 11. The abbreviation r.|. stands for ran- 
dom lengths. 


TO F © 12. If a species has a decided tendency to 
TALKS... DISCUSSIONS . .. DEMONSTRATIONS . . . split, this tendency will be accentuat- 
ed by a blunt nail point more than by 


by experts in every field—merchandising, building methods, a pointed nail point. 


finance, taxes, building management and dozens of other vital 


topics. T © F (© 13. Properly kiln dried Douglas fir dimen- 
sion will ordinarily have an average 
GET READY .. . REGISTER NOW! moisture content of over 25%. 
Whether you're a dealer, builder, contractor, jobber, architect, TO FO 14. Edge-grain cedar shingles warp or 
mortgage man or manufacturer—whether you're a member of curl less than flat-grain shingles. 
NAHB or not—you belong at this greatest of shows for the “ee 
building industry. TQ FO 14. In painting the first coat on hard- 


woods with large pores the usual prim- 
ing coat should not be used but some 
type of a wood filler. 


If you are an NAHB member, register through your local 
chapter. If you're not a member, register in advance and make 
hotel reservations through Convention Headquarters. Advance 








registration fees ($15 for men, $10 tor women) must be sent | T [() F [) 16. Vertical grain siding is typically con- 

with hotel reservation request. Make checks payable to sidered better than flat grain. 
National Association of Home Builders. cine eta : : 
Please show name, address, business classifi- T © F © 17. SIS1E means surfaced one side and 
cation and date of arrival for each person one edge. 
included in your request. Do it today! T © F © 18. Under West Coast Lumber Associa- 

tion rules for grading Douglas fir 

NATIONAL ASSOCIATION OF HOME BUILDERS boards appearance is less important 
Convention & Exposition Headquarters than in the rules of the Western Pine 
111 W. Jackson Bivd., Chicago 4, Ill. Association. 
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22 


te 


. A hardwood 


F and §, select, 
grades for oak. 


No. 1 common are 


board 6” wide and 10’ 
long that is FAS on one side and No. 
1 common on the other is graded No. 1 
common. 


. The longest normally accepted span of 


2x10 to cover without support with 
16” centers is 18’. 


The widest face dimension on 2” stock 
cut in any quantity on lodgepole pine 
is 10”. 


. A2 is one of the grades for birch ply- 


wood. 


Douglas fir KD in dimension typically 
has greater stability and strength 
than other species. 


. Coast fir is generally found to be of 


higher strength quality than inland 
fir. 


. There are more common grades of fir 


than pine. 


. The West Coast Lumber Association 


graded Douglas fir dimension is typi- 
cally more accepted for structural pur- 
poses by the trade than the Western 
Pine Association. 


Ripping 2x8 for 2x4 doesn’t lower the 
grade as much as resawing 6/4 for 
11/16. 


Exterior plywood, the inner plys are 
of a ‘“D” grade veneer. 


Plyscore is used mainly for sheath- 
ing. 


. The net size after dressing of a 2x6 is 


1-5/8x5-5/8 if it is KD stock. 


FOHC becomes more important rela- 
tively in 2” thickness dimension than 


? 


in 3” thickness or better. 


. Splits or checks are not as serious in 


the section of the piece between the 
center and the edge as they are close 
to the edge. 


34. Material graded for strength must be 


Propt ICTS 


. Where 


examined on all four sides. 


. Grade on boards must be determined 


from the poorest side even though the 
best side is a grade higher. 


. Sitka spruce varies in color from al- 


most white to pale brown. 


the specification reads ‘“‘oc- 
casional”’, defects in sawing, wane, 
etc., are only limited to approximately 
25% of a shipment. 


Compiled by Charles L. Lapp 
Professor of Marketing 
Washington University, St. Louis, Mo. 
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YALE 
TRAVELOK 
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ON HOTEL 
MOTEL DOOR 





ON DESK 
DRAWER 





ON LIQUOR 
CABINET 


( 





YALE HAS THE PRODUCTS AND THE 
POINT OF SALES DISPLAYS 


THAT SELL THEM 


v 
y 
Y 
Y 
Riis 


FREE! SEND NOW! 
Write for valuable Yale 

“Stock Hardware Catalog” 

THE YALE & TOWNE MFG.CO, 
Lock & Hardware Div., White Plains, M. Y. 


VALE &£G. U.S. PAT. OFF. 


Me YALE & TOWNE 
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TURN SCRAP 
LUMBER 
INTO 


it's easy to 
do with a 


SCHUBERT 


Net Price Only 


$63.50 


f.o.b. 
Wilmette, Il. 






Points 200 to 250 pickets per hour ; 
smooth finish . adjustable for width 
Light-weight ond portable (38 ibs.), yet 
rugged and durable for years of service 
Anyone con opercte .. . prompt delivery 
Write for complete information! 


SCHUBERT CO., Mochinists 


W « ; v ALL 


H. A. 





Recommended Reading for Lumber Dealers: 


THE 
FUTURE 
OF woop 


(Weyer- 
haeuser 
Timber 
Company 
Report) 





This far-reaching report on the future market 
and supply of lumber contains new information 
vital to plans of every lumber and building 
pretaete GUReP. oc cccccesccccscccceces 29¢ 





AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 

139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 

Enclosed is 
please send me coples 
of 











by the special millwork industry has 
return mail grown in two years from a member- 
WAME ship of 63 to more than 375 active 
and sustaining members. AWI and 
COMPANY the Millwork Cost Bureau main- 
tain headquarters at 332 S. Michi- 
ADDRESS gan Ave., Chicago 4 and industry 
CITY members who are not active mem- 
bers of either are invited to con- 

STATE tact the office for information. 

54 (For more data on advertised products fill in coupon om page 72) November 28, 


















Handsplit Red Cedar Shakes to be 
Marketed Under New Certi-Split Label 





DRAMATIZING handsplit shakes pro- 
gram, A. B. Ferguson, association presi- 
dent, wields mallet, R. F. Mackie, bu- 


reau vice-president holds froe and 
Virgil Peterson holds new Certi-Split 
label 


AWI Elects Officers 
Schedules Promotions 


Industry members at the Archi- 
tectural Woodwork Institute’s third 
annual convention voted overwhelm- 
ingly to launch both a wood window 
promotion and a wood cabinet pro- 
motion during the coming fiscal 


year. 
The convention, held in Chi- 
cago, October 20-21, was at- 


tended by about 300 industry mem- 
bers and suppliers. New officers 
elected during the two-day meeting 
are: president, C. Albert Carlson, 
Aaron Carlson, Inc., Minneapolis; 
first vice-president, Claude Twiel- 
lenmeier, Crescent Planing Mill Co., 
St. Louis and second vice-president, 
Wm. L. Otis, Columbia Lumber & 
Mfg. Co., Columbia, S. C. Elmer 
Root, Standard Manufacturing Co., 
Appelton, Wis., is third vice-presi- 
dent and treasurer is F. P. Delany, 
Metz Manufacturing Co., Dubuque. 

Retiring president Chas. A. Rine- 
himer, who has served since the 
group was founded, was elected 
chairman of the board. 

AWI, young trade association of 


Handsplit red cedar shakes, 
pioneer roofing material now popu- 
lar for roofs and walls of modern 
homes, are to be grade-marked, in- 
spected and advertised under a 
program adopted by the Red Cedar 
Shingle Bureau. 

Rules covering the manufacture 
and packing have been published 
and a Certi-Split label will identify 
shakes produced by participating 
firms. 

The program is in cooperation 
with Handi-Split Red Cedar Shake 
Association, newly-formed agency 
of handsplit shake producers. 

Three basic types of handsplit 
shakes are marketed today and 
recognized in the bureau’s newly 
adopted grading rules: handsplit- 
and-resawn shake, the tapersplit 
shake and the straight-split shake. 
Copies of the rules for various 
types of handsplit shakes are 
available from the Bureau, Dept. 
AL, 5510 White Bldg., Seattle. 





Armin L. O. Schueler 


Armin L. O. Schueler died 
suddenly, October 2, while 
visiting in Minneapolis. He 
was 65 years old. 

In the lumber industry for 
many years, Mr. Schueler was 
with Shevlin-Carpenter & 
Clarke Co. in Minneapolis 
from 1913 to December, 1939. 
He became assistant general 
manager of the Shevlin-Hix- 
on Co. at Bend, Ore., a posi- 
tion he held from January, 
1940 until the company closed 
its operations in 1951. He 
moved from Bend to Lake- 
view, Ore. in 1954. 

He is survived by his wid- 
ow, Mary Grigg Schueler. 














YALE TRIBUTE KEY Is presented to 
TV star Arlene Francis by R. A. 
Schaub, NRLDA president as B. J. 
Simpson (Yale and Towne) watches. 
NBC's Home Show and the star were 
honored for their “contribution to bet- 
ter living for all Americans.” 
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Roseburg Lumber Issues 
New Monthly Publication 


The Roseburg Woodsman, a new, 
two-color publication, is issued 
monthly by Roseburg Lumber Co. 
for its customers and employes. 
Each issue of the eight-page book- 
let, liberally illustrated with 
photographs, features a _ specific 
phase of the firm’s operation and 
its personnel, 

“A retail lumber dealer can buy 
our lumber and plywood more in- 
telligently if he knows something 
about how we produce these prod- 
ucts,” says Earl Bleile, general 
sales manager. 

Dealers interested in receiving 
the booklet may write the firm at 
Roseburg, Ore. 


COMPANIES ANNOUNCE 





Mastic Tile Corp. of America has 
named John W. Church vice-president 
in charge of research and development, 
according to Seymour Milstein, presi- 
dent. 


Hachmeister-Inc. has announced the 
election of Ralph W. Minor as treas- 
urer, according to an announcement 
by R. G. Ashman, executive vice- 
president. 


The B. B. Butler Mfg. Co., Inc., has 
named new executives: Charles R. 
Kirk is vice-president, Michael R. 
Cascino has been appointed comptrol- 
ler and Jack Powers has been named 
sales manager of the Speaker Baffle 
div. Kirk will continue as general 
manager of Peg-Board products div. 


The Red Cedar Shingle Bureau’s 
39th annual meeting is scheduled for 
Friday, December 9, in Seattle, Wash., 
according to secretary-manager Virgil 
G. Peterson. ... Guest speaker at the 
luncheon meeting will be Harry H. 
Steidle, manager of Prefabricated 
Home Manufacturers’ Institute, Wash- 
ington, D. C. 
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New 
UF KIN 


BANNER 


LONG STEEL TAPE 


Durable 
black markings protected by a clear abra- 


snow white finish and bold jet 


sion resistant plastic. %” line made of 


' J bonderized, tempered steel. Line gradu- 
ated to 8ths, with feet and inches marked 
a every inch. Replaceable line with choice 


Each Banner comes 
in a strong, handy, 
clear plastic re- 
usable box — a 
bonus your custom- 


ers will welcome. 


(For more data on advertis 


of plain ring or folding hook ring. Rugged 
welded steel case covered in tough attrac- 
Rewind handle folds 


tive maroon vinyl. 


\ flat, opens easily. 





ATTRACTIVE LOW PRICES 
MEAN MORE IMPULSE SALES 


Plain Hook 

Ring Ring Length Price 
W220 W220 25 ft. $3.50 
W223 W223 50 ft, $4.50 
W225 HW225 75 ft. $5.50 
W226 HW226 100 f1 $6.50 




















ed products fill in coupon on page 72) 
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Lumber Dealer Starts Society — 
TSFTPOTROUSDSD 


A screen door hung upside down 
on a TV program started a gag 
that led to an ad campaign, that 
brought plenty of publicity to 
an observing lumber dealer and 
launched a brand-new society 
TSFTPOTROUSDSD. 

Ross Haven, manager of Fuller 
Goodman Co., De Pere, Wis., no- 
ticed a screen door was installed 
upside down on the set of a TV 
show. After a few weeks of won- 
dering and watching, he wrote the 








One like thia atarted it 


program director and asked, as a 
dispenser of screen doors, to have 
it turned right side up. 


The announcer read the letter 
on the program, agreed the door 
was upside down, but suggested 
the lumber dealer either turn his 
TV set upside down, or better yet, 
atand on his head to watch the 
show. 


Amused, Haven wrote again. 
Said he had tried watching the 
show standing on his head; the 
door was fine, the show 100% bet- 
ter, but the performers were up- 
side down and he suggested they 
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be trained to work wrong side up 
so he could resume a normal posi- 
tion. 


The gag was too good to drop, so 
next day the show was televised 
with trick camera angles that 
showed the actors standing on 
their heads. 


Next step was for Haven to use 
the upside-down-screen-door gag 
in his advertising and shortly the 
Society for The Prevention of the 
Reversal of Up Side Down Screen 
Doors was born. A door was hung 
wrong side up in the dealer’s office 
and people interested in joining 
the society signed a piece of add- 
ing machine tape hung from the 
door. 


Salesmen, expanding the idea, 
took rolls of tape with them and 
the idea began to snowball. Signed 
tapes were returned at the rate of 
15 a day. They were pasted to- 
gether and hung around the office 
walls until the lumber dealer ran 
out of wall space. Now they are 
hung in a filling station, a tavern, 
and retail lumberyards in nearby 
towns, 


Finally, a membership card de- 
veloped. Anyone may have a card 
simply by contributing one dollar 
or more to the charity of his 
choice and mailing the receipt to 
Box 166 De Pere. 


Small Homes Council to 
Present New Panel Designs 


The University of Illinois Small 
Homes Council will hold its 11th 
annual Short Course in Residen- 
tial Construction, January 18-19 on 
the Urbana-Champaign campus. 


Continuing its work in develop- 
ing houses made from pre-as- 
sembled parts, the Council will 
present new designs for partition 
and floor panels. Like the wall 
panels developed two years ago, 
they are adaptable to houses using 
dimensions in multiples of four 
inches. 


The two-day session, centered 
around research of the Council 
during the past year, will include 
presentation of several new de- 
signs for nail-glued roof trusses. 
Other topics scheduled are dis- 
cussions on floor slab construction, 
solar heat collectors, noise control 
and the testing of multi-purpose 
rooms. The questions-and-answer 
period on previously reported re- 
search will be concerned with 
kitchens, insulation, vapor bar- 
riers and wall panels. 


November 








Ohio Dealer Group 
Sponsors Refresher School 


A week-long refresher course in 
estimating, mortgage financing, Lu- 
Re-Co construction methods, blue- 
print reading and merchandising 
techniques will be held at the Ohio 
State University, Columbus, Nov- 
ember 28—December 2. 

Sponsored by the Ohio Associa- 
tion of Reta: Lumber Dealers, en- 
rollment in the advanced class will 
be limited to 50, reports Findley M. 
Torrence, association secretary. 


OLA's Ninth Annual 
Convention Sets Record 


The ninth annual convention and 
merchandising mart of the Okla- 
homa Lumbermen’s Association held 
in Oklahoma City, October 20-21, 
laid the groundwork for the 1956 
program around the theme “Keep 
Out of a Fix, Upgrade Your Net 
in *56.” 

The two-day meeting, largest 
ever held by OLA was attended by 
more than 2200 lumber dealers and 
suppliers. Another record set was 
the number of products displayed in 
the 192 exhibit booths. 

One of the highlights of the 
meeting was the address by Paul 
R. Hollenbeck, president, Lumber 
Service Co., Burbank, Calif., “What 
is Your Cost of Doing Business and 
Pricing Your Merchandise.” 

Another feature was the building 
of a Lu-Re-Co house. George Mess- 
ner, National Plan Service, Chicago, 
commentated the rapid demonstra- 
tion and Art Knott directed the 
crew from Long - Bell Lumber 
(Enid) that erected the house in 
less than three hours. 

OLA officers elected for 1956 are: 
president, T. J. Hughes, T. J. 
Hughes Lumber Co., Cushing, 
Okla.; vice-president, Ira Crews, 


Crews Lumber Co., Tulsa; treas- 
urer, Ival Gleason, Long-Bell Lum- 
ber Co., Oklahoma City. 





OLA OFFICERS. Standing, Ira Crews, 
vice-president; G. P. Sharpe, 1955 
treasurer; new president T. J. Hughes; 
1956 treasurer Ival Gleason. Seated 
1955 president A. L. Leonhardt. 
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McCloud Lumber Co. 


Executive Office 
900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 
Selling the Products of 
The McCloud River Lumber Co. 
McCloud, Calif. 





WESTERN 
ie] ae. [ele] +). 


PONDEROSA PINE 
SUGAR (Genuine White) PINE 
DOUGLAS FIR, WHITE FIR 


azine" PAYS OFF” 


Your Winslow representative can call on - yon. at your convenience, and 
with “details and facts'', how you can vel wp a profitable Winslow Ready-Mix 
plant at a reasonable overall investment. 


Here are some 
typical dealer 
reports... 


‘our Binanbatch in- 
vestment paid for it- 
self in approximately 
one year”... “big 
increase in tie-in sales 
since handling Ready- 
Mix in our yard” 

“we get additional bus- 
iness in our area be- 
cause we sell Ready- 
Mix.” Take advantage 
of the Binanbatch 
Ready-Mix profits . . . 
have our representa- 
tive prove to you a 
minimum investment 
puts you in the Ready- 
Mix business. 


Send coupon for 


complete details. Actual »phoroarepn, Ready-Mix = instaila- 
pow at ton Lumber Company—at Carey, 








The first thing you see when you enter a ro is the door and 
first impressions mean a lot whether in an offi a home. Uf the 
door shows fine appearance and excellent craf anship chances 
are good that it is an American Door Company product. Flush 


doors for every purpose 


ion erican. 
opoornr COMPANY ae 
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WINSLOW SCALE CO. 
P. ©. Box 1198, Terre Haute, ind. 
Please send information on Bin for Ready-Mix 


Name 
Address 
City 














CONVEY IT... 


FOR FASTER LOWER COST HANDLING 


Move flooring, laths, shingles, any , building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 


lo. AL-115 


STANDARD CONVEYOR CO. 
General Offices 
North St. Paul, Minnesota 
Sales and Service in 
Principal Cities 


RAVITY & POWER 
CONVEYORS 
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The Lumber Market 


Southwest Market Firms 
As Demand Picks Up 


KANSAS CITY—tThe southwest- 
ern lumber market showed signs of 
firming in recent days as demand 
picked up and prices were increased 
$1 or $2 on various items in short 
supply. In view of the easiness on 
the west coast market, mill opera- 
tors in the south were surprised at 
the strength exhibited. 

It was pointed out that retailers 
in the area have been buying close 
to their immediate requirements. A 
sudden increase in orders in the 
Texas area, for one thing, resulted 
in a request for immediate delivery. 

Since mills do not have much in- 
ventory on hand, either, the spurt 
in buying was reflected in prices 
for many key items, notably in 1 x 8 
and 1 x 6 No. 2 boards, and such 
stock in the air-dried class was 
marked up about $1. 

Lumbermen feel that continua- 
tion of the easing price situation 
in other markets will be reflected in 
the southwest before long. The 
weather is beginning to turn bad 
and lower temperatures have re- 
sulted in slower drying of lumber 
at the mill yards. 

A number of larger mills in the 
area report the order file has in- 
creased and now is equal to about 
three weeks’ production. 

A tightness in hardwoods is 
noted and there is a real scramble 
to locate dry oak. Gum is moving 
to the furniture trade in good 
order, No. 2 gum, however, has not 
been able to share in the full price 
advances experienced by other 
gums, notwithstanding a larger de- 
mand for boxing materials. 

The Federal Reserve bank re- 
ports that building permits in 18 
large cities in the southwest this 
year are running 20 per cent ahead 
of a year ago 


Tacoma Prices Uncertain; 
Co-Op Mill Reopens 


TACOMA — Some slackening is 
evident as fall pushes into winter 
and the year end approaches. There 
is less demand and prices are some- 
what uncertain. Supplies are in good 
shape and reserves are accumulat- 
ing as weather conditions, so far, 
have not caused any serious curtail- 
ment in operations. 

Locally, probably the biggest de- 
velopment was resumption of opera- 
tion November 2 at the Buffelen 
plant, where the city’s newest 
worker-owned concern, the Buffelen 
Woodworking Co., began opera- 
tions. On opening day, 135 employes 
went back to work in the plant 
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which had been closed since August 
12 


Dwight Wood, production man- 
ager of the old concern and man- 
ager of the new, said the fir and 
hardwood plywood plants, the saw- 
mill and the door factory resumed 
on opening day and that the plan- 
ing mill and molding factory would 
be operating within two weeks. At 
that time, he estimated, 400 people 
would be employed. Reopened simul- 
taneously was the company’s saw- 
mill at Batterson, Ore. 

A bid of $397,405 bought 21,- 
700,000 board feet of timber in the 
Olympic National Forest last week. 
The successful bid, highest of five 
received, was submitted by the 
Olson and Osborn Logging Co., of 
Quinault. The minimum appraised 
value of the stand of hemlock, Paci- 
fic silver fir and a small quantity of 
western red cedar was $323,215. 

State land commissioner Otto 
Case reported that an estimated 
84,901,000 board feet of all species 
of timber in western Washington 
was sold for approximately $3,976,- 
000, of which a large share will go 
to the state’s permanent school 
fund. He credited spirited bidding 
in most areas for the high prices 
received. 


Seasonal Slack Easing 
California Fir Prices 


Although the northern California 
lumber market remains good, ac- 
tivity has tapered off in recent 
weeks and the industry is not feel- 
ing quite the aggressive buying 
that has been going on. 

Spokesmen say that high taxes 
are causing many operators to slow 
down. Many of the area’s biggest 
home builders, for example, are defi- 
nitely not making new starts until 
January. 

Jim Farley, of the Pacific Lumber 
Co., San Francisco, is convinced, 
however, that the “quieting down” 
does not indicate anything other 
than seasonal slack. 

Fir prices are off $3 to $4 from 
two weeks ago. Good weather has 
made it possible for decks to grow 
in the lumber camps and prospects 
are good for a plentiful supply of 
fir this winter, in contrast to short- 
ages of past years. 

Common redwood is in plentiful 
supply in the northern California 
area, although some redwood spe- 
cialty items are scarce. 

The western market for prac- 
tically all grades of lumber has been 
slow according to Hobbs-Wall Co., 
probably because of the sand and 
gravel strike in southern California. 
A considerable amount of small mill 


output which normally goes to that 
area has been diverted to northern 
California. 

Wet weather has tended to slow 
log production and log prices are 
remaining average at $45 to $55. 
This is also true of the green fir 
dimension market and some No. 2 
and better has gone for as low as 
$65. 


Seattle Market Eases; 
Studs Only Bright Spot 


SEATTLE—The trend for both 
demand and prices is downward. 
Mill inventories are building up. 
The transit situation shows some 
improvement with fewer cars sent 
out. One bright spot in the picture 
is studs which are bringing $1 
above the market. 

Timbers are hard to buy. Low- 
grade plywood is easier. Upper 
prices are holding and so is No. 1 
and 2 green fir dimension. No. 3 
has dropped about $2. Hemlock is 
described as “way down” in dimen- 
sion items. 


No. 1 perfection shingles are soft- 
er and 2s and 3s can be bought at 
a little under previous quotations. 
No. 2 and 2 are strong, but No. 3s 
are weaker. California continues to 
be the most active market. Cedar 
prices are steady and mills still have 
good order files, but some weakness 
is apparent. Pine lumber is soft, 
but prices are holding. Engelmann 
spruce dimension is weaker. 





sales 
year in ’56? d what other dealers 
are planning for next year in the big 
annual Forecasting Issue, December 
12. American Lumberman has just 
surveyed hundreds of dealers in every 
section of the country on these major 
subjects. 


Have you made P go oe for a bi 


1. Business forecast for 56 
2. Physical plant planning 
3. Merchandising planning 
4. New products planning 
5. Manufacturers relations 


Every phase of the dealer’s business 
is covered in the 21 questions answered 
and tabulated in this survey. You'll 
know what other dealers are doing 
and thinking if read this report, 
one important ature in American 
Lumberman’s big Forecasting Issue, 
December 12. 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is a compilation 


and average of mill prices at press time and should not be consid 


as current on the day 


the magazine is received. The prices should be useful in following market trends and as a 
check on purchases made approximately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertical Grain Flooring 
B&Btr. 
Ix4 gweiesavere 170.00 
Flat Grain Flooring 
1x4 145.00 
BR he SR 165.00 
Drop Siding 


Ix6 {per #106 .. 160,00 
Ixe (Pat, #116)........... 160,00 


. «125.00 
oveee S1S.00 


1x6 
a SAeee 68.00 
SS See 
No. 3 ... east ee 
No. | Dimension 


(Add $10 for dry lumber) 





RED CEDAR SHINGLES 
a 


o. 1 24" 4/2 
No, 2 24' 4/2 
No. 3 24" 4/2 

Perfections 
No. | v 5/2, 
No. 2 a 
No. 3 

MXXXX 


No. | 
No.2 
No. 3 





WESTERN RED CEDAR 


Prices for Western Red cedar siding In mixed 
cars, new bundling, 5° to 16° are: 
Beveled Siding, '/2 Inch 


Yy by 4 inch 
Y% by § inch 
/, by 6 inch 
Y by 8 inch 
Clear Bungalow Siding, % inch 
Ix 8 
1x0 
tx12 
Finish, 8 and Btr, $2 or 45, 
6 to 16° of Rough 
_. ae 
ixld . 
tx!2 
Ceiling or Flooring, B and Btr. 
3 to 16’ or Longer 
B&Btr. Cc 


‘i 135.00 125.00 
ix4 135.00 125.00 . 
Discount on moldings, 6' to 20° odd lengths. 
Series 8,000 
Listing under 4.00—list plus 35%, 
Listing 4.00 and over—list plus 55%, 
Clear Lattice, 5/16" x 1%"—3' to 18 


100 lin. ft. | 50 
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WESTERN PINES 


Ponderosa Pine 
Selects 


$2 or 45 
es W acpedescees 
Shop, $25 


5/4 RW 
and 
4/4 RW 6/4 RW 8/4 RW 
...275.00 290.00 290. 


No. | 
. 142.00 
144,00 


Commons, $2 or 4S 


A er 
Ix!2 RL 


Idaho White Pine 
Selects $2 or 4S 


Sugar Pine Selects $2 or 4S 
B&Btr. 
Cc RL 





OAK FLOORING 


hes 


185.00 


Clear Plain 


Sel Plain 
White ; ‘ 173.00 
Red } . 175,00 


#1 Com. 


158.00 
158.00 


Pin. White & Red.102.00 


21 Com. & Br. 
Shorts 





SOUTHERN PINE 


Vertical Grain Flooring 
B&Btr. 

\x4 Heart ....... i 250.00 
Fiat Grain Flooring 

x4 170.00 

Se vastebiewescurwnaus .. 175.00 
Drop Siding 

1x6 3£106 

1x6 $116 


Boards & Shiplap 


A8Sz 
8338~ 


x6 
de) 140.00 
-»- 84.00 


. 70.00 


BaPes SESBBy 
88888 88883" 


°SSEs 
883388 


kiln dried stock. 


REDWOOD 
Bevel Siding 


Vox 4 V.G. Clear 
.G, Clear 
Clear 
Clear 
Clear 
Clear 
Clear 
Clear 
¥ G. Clear All 
x12 V.G. Clear All 


Note: A grade V.G, Redwood Siding $5.00 less 
for '4, % and % in above sizes. 


x 
SaecSacac 
<<<<<<<< 
®O00000 


Anzac Siding 


tx!0 V.G, Clear All Heart 
Ix!2 V.G. Clear All Heart.. 
Note: Deduct $15.00 for A Grade. 


Finish 


Ix 4 Clear Heart S4S 
Ix 6 Clear Heart S4S 
x 8 Clear Heart $45... 
ix!0 Clear Heart S45... 
Ix!2 Clear Heart $4S 





WESTERN HEMLOCK 
Vertical Grain Flooring 


B&Btr. 
WOU Sas. 150.00 


Drop Siding 
xb (Pat, 3106 
ixe (Pat, #Il6 
Ceiling 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


x6 x8 1x10 


No, 2&Btr. ......100.00 105.00 
No. 34Btr. ...... 79 84.00 


No. | Dimension 
12° 
74,00 
72.00 
78.00 
75.00 
76.00 


2x 4 

2x 6 

2x 8 

2x10 J 

2x12 71,00 


Mills are now grading boerds No, 2 and 3 com. 
dimension 


mon. Mills do not grade out No, 3 
as in fir, 
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YOUNG COUPLE, customers of a western 


South Dakota retail lumber dealer, are shown 
features of a model kitchen by salesman Gene 
Peterson, right. Displays include three price 
lines in steel and wood cabinets 





WALL SPACE of sales office is occupied by products- 
in-use. Retail dealer's customer, foreground, con- 
sults with one of Knecht’s building products experts. 
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Wholesaler of the Month 
This is the first of a series of monthly case- 
history articles about the detailed operations of 
some of the nation’s leading wholesalers. 











WAREHOUSEMAN POINTS OUT a skid-load of compo- 
nents for a complete kitchen job sold for retail dealer's 
account. 


Knecht’s in Rapid City, S. D., follows 
a four-point program which makes whole- 
saler and dealer a winning sales team — one 


that really serves the ultimate consumer. 


How One Wholesaler Helps His Dealer Customers 


The wholesaler and his lumber dealer customers 
make a natural sales team. 

That’s the firm opinion of Don Knecht, general 
rag of Knecht’s Lumbermen’s Supply, Rapid 
City, 8. D., whose firm serves the retail lumber dealer 
trade in approximately 140 communities within a 200 
mile radius of Rapid City. He has set in motion a 
four-way program to make this goal a reality. 

In the first phase of the plan, the retail lumber 
dealer is aided in developing sales, up-grading the 
size of each order and closing business:in home mod- 
ernization and remodeling. 

Second, the talents of trained draftsmen are added 
to the stock house plan services universally available. 

Third, the retail lumber dealer has a chance to 
participate in contract hardware business, which he 
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normally couldn’t touch. 


Finally, the wholesale firm is undertaking a long- 
term plan of mortgage lender education aimed at 
bringing more mortgage funds into the area. This 
will make possible a greater volume of new home 
construction than currently is possible. 


Product Displays Available 


To facilitate the first two phases of the wholesaler- 
retailer sales cooperation program, Knecht’s has set 
up extensive displays of building products in a com- 
paratively small area. 

Because of lack of space, these product displays 
are found everywhere—in the general office area, in 
the regularly assigned “display room,” in the cus- 


(continued on page 62) 
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Built for tight places* 


NEW CLARK-ROSS “71' 


NEW! 


Exclusive Radi-Arc 
Steering—gives the 
Shortest turning radius 
of any carrier on the 
market 


NEW! 


More powerful engines 


NEW! 


Syncromesh transmis- Greater accessibility 
sion with exclusive with one-piece fold up with lower silhouette— 
Clark split-pin syn- hood. optional power plant 
chronizer—3 speeds available. 

forward and reverse. 


NEW! 








NEW! 


Torque converter 
available. 








NEW! 


50% increase in hoist- 
ing speed—maximum 
hoist in only 2.8 


NEW! 


Longer load hooks with 
full hydraulic control 


for faster pick-ups. 


NEW! 


Longer wheelbase .. . 
driver moved forward 
for greater comfort and 


NEW! 


More rugged frame with 
all welded design. 


seconds. visibility 


LL. — 
ArTA-rOSsSSs 


any carrier 


CLARK ROSS CARRIER DIVISION, CLARK EQUIPMENT COMPANY 


EQUIPMENT BENTON HARBOR 40, MICHIGAN 
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tomer conference room, even in the ladies’ powder 
room. 


How to Sell a Kitchen 


Here is how the first part of the Knecht program 
works: a homeowner contacts a Knecht-served retail 
lumber dealer. The homeowner is interested in new 
kitchen cabinets, for example, and visits the retail 
lumber dealer to make the purchase. 


The retail lumber dealer, alert for sales possibili- 
ties but lacking a complete model kitchen, suggests 
that an entire kitchen remodel job might be desirable. 
To get an idea of the benefits of such a new kitchen, 
the retailer suggests the homeowner visit the model 
kitchen at Knecht’s wholesale warehouse in Rapid 
City. 


“T’ll give you an introduction card so you'll be taken 
eare of properly,” the retailer tells the homeowner. 


Arriving at the wholesale office, the customer pre- 
sents his card, which identifies him as a customer of 
Qualified Lumber Dealer X. Thus, in case of any 
discussions of price at the wholesale warehouse, the 
retail price list used is identical to the one furnished 
the retailer by the wholesale firm. 

Knecht’s display of building products, in addition 
to the model kitchen, enables the firm’s staff of spe- 
cialists to demonstrate the on-the-job appearance of 
almost any material and to close the sale for the 
originating retailer. 


In order to pay for this product demonstration-and- 


sale service, Knecht’s has developed a system of com- 
pensatory pricing. Under this plan, the retail lum- 
ber dealer’s discount varies, depending on the extent 
of Knecht’s special service used. Thus, if a dealer 
merely orders out the cabinets, built-in appliances 
and other materials for a job, the maximum regular 
discount applies. In most cases this discount is 
33445%. 

A somewhat lower discount is earned by the re- 
tailer who refers the customer to Knecht’s for demon- 
stration and closing, as in the case above. In this 
case—where the customer comes into the wholesale 
establishment with an introduction card from a re- 
tail lumber dealer—the originating retailer earns 
23% on the sale. 


Knecht’s experts sell the customer at the retailer’s 
list prices. They draw and furnish scaled sketches 
showing location of kitchen units and the like. The 
dealer arranges for delivery of the units, installation 
if required, credit and handles adjustments. 


“While the percentage is smaller to the retailer,” 
Don Knecht pointed out, “there have been many cases 
where we were successful in building up a small sale 
into a substantial one because we have the facilities 
to show products in use. We have had cases where 
sales starting with just $100 worth of cabinets ended 
up as complete $3,500 kitchen remodelings.” 


Another Variation 


In still another variation of the Knecht plan, a re- 
tailer asks that a Knecht specialist, such as one of the 
firm’s kitchen consultants, call on a prospect. The 
call is made in company with the representative of 
the retail lumber dealer. Drawings are made and 
furnished by Knecht. The retailer handles delivery, 
credit and any needed adjustments. The dealer dis- 





FOR 


SMOOTHER-ORERATING 
LONGER-LASTING ALUMINUM 
WINDOWS AND DOORS 


RAK 
WANK 


Trax-Wax penetrates to where it is need- 
ed...leaves a film of highly lubricating 
and protective wax on all moving parts 
of aluminum, metal or 
wood articles. Prevents 
oxidizing and rusting. 








Retails for 


Another product of 5: 9: 
TS the weather-proaf co. 


1407 E. 40th St.+ Cleveland 3, Ohio 
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Answers to 
Do You Know Your Lumber? 


(Questions on page 52) 


1. True 14, True 27. True 
2. False 15. True 28. True 
3. True 16. True 29. False 
4. False 17. True 30. True 
5. True 18. True 31. True 
6. True 19. True 32. False 
7. False 20. False 33. True 
8. False 21. False 34. True 
9. True 22. False 35. False © 
10. False 23. True 36. True 
11. True 24. False 37. False 
12. False 25. True 
13. False 26. False 


Note: For additional facts on questions about lumber, 
see the Stanford Research Institute Report prepared 
for Weyerhaeuser Timber Company. An eight-page, 
two-color reprint summarizing the 94-page report 
from the standpoint of the retail lumber dealer is 
available from American Lumberman, 139 N. Clark 
St., Chicago 2, Ill. Reprint prices: 1-20 copies, 29¢ 
each; special prices on larger quantities. 
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JOHN KNECHT, company founder, shows Eleanor 
Johnsen part of the firm’s extensive line of building 
products displayed on swinging panels 


count on this type of sale is 15% of the list price of 
the material only. 

There are a few times when the system breaks 
down. Such a case is when a customer of a retail 
lumber dealer comes into the Knecht office and does 
not make himself known as that dealer’s customer. 
In such a case the sale would be made through the 
Knecht Lumber Co., a retail lumber dealer organiza- 
tion operating in Rapid City since 1928. Considerable 
effort is made, however, to make sure that the correct 
dealer gets the credit for sales which he originates. 


Special Drafting Services 


The second part of the Knecht wholesale-retail 
merchandising cooperation covers the needs of retail 
lumber dealers for home planning. A home planning 
department is maintained by Knecht’s Lumbermen’s 
Supply and its services are offered to lumber dealers 
by the firm’s traveling sales representatives. 

The planning service is not free. While the charge 
is modest, it is felt it is a worthwhile part of the 
wholesaler-retailer relationship. 

“We believe that if retail lumber dealers will pass 
on to the customer the actual charges for this plan- 
ning service, they will have an excellent selling tool 
in it,” said general manager Don Knecht. 

The planning service provides the retail lumber 
dealer’s customer with three sets of blue prints. 
These sets include a plot plan made from furnished 
information, four elevations, basement and founda- 
tion plan; first and second floor plans; wall section, 
stairway section, kitchen layout, truss detail, heating 
layout and wiring layout, plus complete specifica- 
tions in accordance with FHA and VA standards. 


Schedule of Charges 


Remodeling and various other planning problems 
are billed on an hourly basis, at actual cost for 
draftsman’s time. 

Preliminary drawings, including one floor plan 
and one elevation, working from the customer’s rough 
sketch of rooms and approximate size wanted, are 
billed at 214¢ per square foot of house floor area. 
Thus, a house 24x36 feet would cost $21.60 for the 
preliminary drawing work. If the customer wants 
changes made after the preliminary, no charge is 
made unless the plan is completely changed. If work- 


(continued on page 65) 
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America’s 
Leading Fireplace 


Here are the reasons why Heatilator is the 
preferred fireplace unit among builders and home 
owners alike 
@ The Heatilator unit is the only hreplace unit 
specifically designed for today’s homes 
@ Exclusive Pressure-Seal Damper seals throat 
air tight—prevents loss of winter heating and 
summer air-conditioning 
@ Ic is easier to install 
flue 
@ The Heatilator unit is a complete unit—heavily 
constructed and fully welded for maximum du- 
rabilicy 
@ Scientific design assures a perfectly operating 
fireplace that circulates heat—will not smoke 


Sell Heatilator . preferred by builders 
and home owners 3 to 1 over all other fireplace 
units combined! 


8 


ree 


takes any size or shape 


* 


aie tei EBT Mee 
ee = 


Write for folder giving full details and specifications 


HEATILATOR INC., 3611 £. Brighton Ave., Syracuse 5, N.Y. 


EATILATOR 


FIREPLACE UNIT 


(For more data on advertised products {ill in coupon on page 72) 
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YOUR AD OF THE WEEK 





ADservice 





No. 47 of a Series 


Shoppers Look to Ads for Gift Ideas 


This is the one season of the year when every man 
and woman (even children) in your community are 
prospective customers. They’re making up gift lists 

looking for suggestions in displays and ads. The 
farther you are removed from the main traffic beat, 
the more you need a strong December ad campaign. 

In addition to some dominating large-size ads, we 
suggest a regilar, frequent schedule of small ads like 
those shown below. If budget permits, run several in 
the same issue, scattered throughout the paper. 

Mats shown here are from the group of 254 mat 
illustrations available immediately from American 
Lumberman’s ADservice. Write for free 48-page book! 


2 col. x 56” 


using ADservice mat no. 223 





1 col, x 5” using 
ADservice mat no. 238 





Gift Idea! 





*00 


YOUR NAME 














Gift Idea! 





a a 


YOUR NAME 








2 eol. x 6” using ADservice 1 col, x 6” 
mats nos, 212, 208, 204, 203 





using 
ADservice mat no, 215 








Gift Idea! 
ae so @ 
































A FINEST QUALITY 


es TOOLS a 
WA, ———| ss 
—— 


YOUR NAME 

















YOUR NAME 











Gift Idea! 
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3 col. x 15” in ad using ADservice 
mats nos. 213, 209, 220, 215, 223, 219 


YOUR NAME OR SIGNATURE CUT HERE 










































































YOUR NAME 


COPY “A” 
Looking for high-quality gifts that will be sure to please ... 
that will be as useful and valuable years from now as the day 
you give them? Then it will pay you to visit our store . 
our selection of gifts for everyone on your list . . 
values! For example: 
Unpainted furniture: Chests $00 to $00 

. (List and price other gift items) 











. see 
. all wonderful 


. bookcases $00 to $00 
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DON KNECHT, wholesale firm’s general manager, 
points out the merits of a window unit. These units 
are mounted on sliding track for compactness and 
ease of showing. Cover 
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ing drawings are made up after the preliminary, a 
credit of one cent per foot is allowed on the total 
drawing charge. Final working drawings, including 
three sets suitable for FHA or VA application, are 
charged for at 5!4¢ per square foot. A material list 
costs 1144¢ per square foot. 

This service is so popular that it currently is run- 
ning more than a week behind schedule. 






Bid Preparation 


The third phase of Knecht’s wholesaler-retailer 
cooperation applies to non-residential building. It 
enables a local retail lumber dealer to bid on the con- 
tract hardware for commercial, industrial and insti- 
tutional buildings to be erected in his area. Normal- 
ly, the hardware contracts on such buildings are 
highly competitive. They are bid by firms of contract 
hardware specialists but one step removed from the 
manufacturer. Bid prices are very close to cost. 

Under the Knecht plan, the firm’s hardware spe- 
cialist prepares the bid, but the actual bid is sub- 
mitted through the nearest Knecht-cooperating deal- 
er, who may be interested in the job. The bid is based 
on materials delivered direct to the job. The retail- 
er’s only function is that of billing and collection. 
While this is not very exciting, it often permits a 
retail lumber dealer to participate in jobs, which he 
wouldn’t otherwise get. 

The final link in the Knecht program of dealer co 
operation is one of education. The results of this 
program are not immediately visible, but high hopes 
are held out for it. 

“We realize,” said Don Knecht, “that without mort- 
gage money our retail lumber dealer customers aren’t 
going to get very far. Therefore, we are working in 
every way to acquaint lenders in the eastern states 
with the opportunities for mortgage investment to be 
found in western South Dakota. We’re having some 
success in this, too. 















“It’s necessary work,” he continued, “for we do not 
have enough capital locally in South Dakota to fi- 
nance all of the building we must have and can 
afford.” 
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TUBULAR LOCK 


a" +a => 


— 





\—>. 


—~ 









































NEW YALE 6200 TUBULAR LOCK 


YALE HAS THE PRODUCTS 
AND THE DISPLAYS 
THAT SELL THEM FAST! 
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#5200 
TUBULAR LOCKSET 
DISPLAYS 

















FREE! SEND NOW! 


Write for valuable booklet, 
"The Key to Selecting Tubuler Locks” 


THE YALE & TOWNE MFG. CoO., 
MY. jy 








Lock & Hardware DIV., White Piains 
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Garage Lining Material 


Sisalation is now being manufac- 
tured in a new special width made for 
garage construction. This tough, 
waterproof reflective material is now 
available in a 500 sq. ft., 88” wide roll 
—enough to completely encase one 
garage from bottom to top plate and 
around all walls. The product keeps 
out wind and dirt, and its shiny alumi- 
num surface lights up at night when 
the family car is driven in with the 
headlights on. American Sisalkraft 
Corp., Dept. AL, Attleboro, Mass. 


For more data circle No. 1 on coupon, p. 72 


Two-in-One Knife 
A new two-in-one roofing and linole- 
um knife with low-cost interchangeable 
and replaceable blades is being intro- 
duced by the manufacturers of R. Mur- 
hy Stay-Sharp knives. Replaceable 
lade knife No. 500 may be used with 
a standard or long point blade, good 
for many resharpenings, which can be 
removed in a couple of seconds by 
loosening a thumb nut. Both blades 
are made of highest carbon Temperite 
see. R. Murphy Co., Dept. AL, Ayer, 
ass. 


For more data circle No. 2 on coupon, p. 72 


Vinyl interior Fiat 


A new vinyl flat interior paint, 20th 
Century Pronto PVA, is available in 
a complete range of colors said to be 
fade-proof. Patches can be touched 
up at once or months later, using the 
Pronto color-fast wall tones, without 
any variation of color. Ideal for dry- 
wall construction, the new 20th Cen- 
tury PVA interior flat is made in a 
special High Hiding White which, by 
itself, or intermixed with any other 
color, is said to provide for the first 
time a perfect one coat job on dry- 
wall work, It can be brushed, sprayed 
or rolled on most interior surfaces. 
20th Century Paint & Varnish Corp., 
Dept. AL, 456 Driggs Ave., Brooklyn 
11, N. Y. 


Per more data circle No. 3 on coupon, p. 72 
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Open Back Escutcheons 


New concept in lock background de- 
sign permits changing lock back- 
grounds easily and offers opportunity 
to suit individual tastes without cus- 
tom manufacture. Manhattan and 
Continental style escutcheons, with 
open back, allow variety in decorative 
treatment of exterior and interior 
doors through use of various back- 
ground colors and textures — wall- 
paper, leather, patterned metal or 
paint. Schlage Lock Co., Dept. AL, 
2201 Bayshore Blvd., San Francisco, 
Calif. 


For more data circle No. 4 on coupon, p. 72 





Aluminum Basement Window 


Gabriel Steel announces the addi- 
tion of a new aluminum basement win- 
dow to its line. Manufactured of heavy 
duty, extruded aluminum, the window 
is corrosion and weather-resistant and 
is said to require no painting or up- 
keep. Claimed to be easy to operate, 
the window is fully adjustable and 
provides controlled ventilation through 
the use of Gabriel’s exclusive Side- 
Arm detail. The new windows are 
available in two-light models and three 
sizes: 15” x 12”, 15” x 16” and 15” x 
20”. Gabriel Steel Co., Dept. AL, 
13700 Sherwood Ave., Detroit 12, Mich. 
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The Niagara 


Manufacturers of the Roly-Door in- 
dustrial, commercial and residential 
garage doors announce the Niagara— 
an all-steel, low-cost seven-section resi- 
dential, overhead-type garage door. 
Available in two widths—eight and 
nine feet—and two heights—6% and 
7 feet—the Niagara is made of 24- 
gauge steel, roll formed into seven 
deep panels, horizontally ribbed for 
extra strength and rigidity. Steel is 
zine coated to resist corrosion and is 
ready to be painted any color. The 
Niagara is shipped complete, ready for 
installation. Roly-Door Div., Morri- 
son Steel Products, Inc., Devt. AL, 601 
Amherst St., Buffalo 7, N. Y. 


For more data circle No. 6 on coupon, p. 72 








Flex Corner 


Flex Corner, a reversible metal tape 
for better drywall finish, is packaged 
in a dispenser carton of 100’ continuous 
rolls. The user pulls out what he needs, 
the rest remains in a protected box. 
Flex Corner is applied in the same 
fashion as ordinary paper tape. Cov- 
ers inside or outside corners, any 
angle. Creates plastered look for bay 
windows, attic angles, arches, etc. 
Steel Corner Tape Corp., Dept. AL, 
106-09 Rockaway Blvd., Ozone Park, 
N. Y. 
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Automatic Panel Saw 


A fully automatic panel saw, Model 
MA, which may also be manually op- 
erated, is offered for sizing and trim- 
ming plywood, plastic or metal sheet 
stock. Available with capacities from 
4%’ to 12%’ and with motors up to 
three hp, it provides automatic car- 
riage speeds infinitely variable from 
eight feet to 50’ per minute. General 
Electric remote control stations, pro- 
vided with 12’ cords, afford additional 
safety for the operator. Manual oper- 
ation, valuable in cutting very thick 
stock, is achieved by throwing a clutch. 
Hendrick Mfg. Corp., Dept. AL, 11 Sel- 
man St., Marblehead, Mass. 
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Lura-Lite Windows 


A new kind of window that controls 
glare and solar heat while evenly dis- 
tributing light is announced by Luria- 
Cournand. The window, a one-piece 
louvered panel of molded plexiglass, 
resembles an exaggerated washing 
board. Each louver of the window 
combines a clear transparent surface 
with an opaque surface. Lura-Lite 
windows are usually installed so that 
the louvers are horizontal for maxi- 
mum daylight control, but they may 
be installed vertically to provide a 
degree of visual privacy. While nomi- 
nally available in sizes meeting stand- 
ard requirements, Lura-Lite windows 
can be made to fit any specification. 
Luria-Cournand, Inc., Dept. AL, Havre 
de Grace, Md. 
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Self-Aligning Lockset 


Only three assembled units, fitting 
together with two screws, make up this 
new key-in-knob addition to the E-Z- 
Set line of locksets. It requires only 
two drilled holes for quick installa- 
tion. The E-Z-Set “500” features 
double through-bolt construction, one 
piece knobs (2%” diameter) with con- 
cealed snap-on screw roses and plain 
or deadlocking latch bolts. A five-inch- 
long backset of one piece construction 
(with no linkage or extensions) is 
available where installation of large 
escutcheons is desired. National Hard- 
sg Corp., Dept. AL, Ozone Park i6, 
N. Y. 
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Glo-Tip Quiette Switches 


Every switch in the complete Arrow- 
Hart Quiette Light Switch line—Life- 
time, Interchangeable and Junior—can 
now be supplied with a radioactive 
luminous button situated in the tip of 
the operating lever. The manufactur- 
er states that these Glo-Tip buttons 
will glow continuously, since, unlike 
fluorescent-type materials, radioactive 
luminous material is not dependent 
upon daylight to build up luminous 
properties. The Arrow-Hart & Hege- 
man Electric Co., Dept. AL, 103 Haw- 
thorn, Hartford 6, Conn. 
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What's Your Answer? 


Here are questions you can use in your next sales training meet- 


ing. The ten-minute quiz is based on editorial features and manufac- 
turer’s advertisements appearing in this issue. Answers on page 68. 


What's Your Score? 9 or 10 Correct: Excellent! 
? or 8: Good, 5 or 6: Fair. 


If, as it is said, the consumer is King, who is his Prime Minis- 
ter? 


Who is offering you a “free Farm Building Plans Display 
Rack”? 


How many different home designs does the Connecticut firm, 
DeForest & Hotchkiss, offer in its package deal home? 


Who is advertising a new machine said to enable you to “sell 
home owners a needed service at a terrific make-up”? 


What percent of the firm’s volume does the Chandler Lumber 
Co., Van Nuys, (Calif.) attribute to the home improvement 
packages they promote? 


Who manufactures a window advertised as “new—horizontal- 
window with the WIDE look”? 


What visual aids are used by Kentucky dealer, Harold Han- 
cock, in teaching classes for week-end carpenters? 


Who offers you a Power Tool Workshop to sell with the new 
Handyman payment plan? 


How much will American Lumberman pay you for an item 
used in the Idea-A- Minute column? 


Who advertises Kokomo Korners for asbestos siding, - or 
bevel siding, wood shingle shakes, plywood or hardboard 
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Trio Drywall Tool 

This new Trio drywall finishing tool 
ean virtually eliminate the need for 
sanding joints or nail spots when it 
is used properly, it is said. Claimed to 
be the only tool of its kind, it shears, 
feathers and finishes with three inter- 
changeable and replaceable blades (8” 
x 4” curved edge, 11 ” x 4” straight 
edge). Goldblatt Tool Co., Dept. X-AL, 
1960 Walnut St., Kansas City 8, Mo. 
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Window Hardware 

A choice of operating mechanisms, 
the push bar and the roto adjuster, are 
available in Modernaire, an awning- 
type convertible wood window. This 
new hardware, operated through the 
inside screen, is interchangeable and 
can be changed even after installation 
of the windows with no extra stops or 
openings required. Both types have 
the new Magic link feature permitting 
the sash to be disengaged by pressing 
a button attachment. Modernaire 
Corp., Dept. AL, 8400 Kinsman Road, 
Cleveland 4, Ohio. 
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Screw-Mate Countersink 


In fastening wood in screws, a work- 





Drapery Hardware 

An entirely new line of architectural 
drapery hardware to be known as No. 
2200 Drapery Hardware is being in- 
troduced by Grant. The manufactur- 
er recommends No. 2200, within its 
load and length limitations, for use in 
any drapery or stage curtain installa- 
tion where finest operation, appear- 
ance and long service are important 
factors. The master carrier is eauipped 
with a long, reinforced arm, assuring 
substantial drapery overlap and clean 
meeting. Grant Pulley & Hardware 
a ae AL, 31-85 Whitestone 
Parkway, Flushing 54, N. . 
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er usually bores holes in three dimen- 
sions—for pilot hole, shank hole and 
countersink, A newer way is to use 
a Screw-Mate Countersink, a combina- 
tion bit which bores the three needed 
holes in a single operation. Screw-Mate 
makers say a man can drill as many as 
40 combination holes per minute in a 
straight-line operation. A Screw-Mate 
Counterbore performs a similar drill- 
ing operation and in addition makes a 
hole or a wooden plug to conceal and 
protect the screw. Screw-Mate Count- 
ersinks, Counterbores and Plug Cut- 
ters are made by Stanley Tools, Dept. 
AL, 111 Elm 8t., New Britain, Conn. 
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Metal Drywall Trim 





Glas-Col Melter 


A new thermostatically controlled 
electric melting pot for melting as- 
phalts, tars, pitches, resins, mastics 
and other viscous materials is being 
introduced. The thermostatic control 
allows the operator to select exactly 
the right temperature for the material 
being melted. The melter is small 
(12” x 14”) and light (15 pounds). 
The working capacity of the Glas-Col 
portable electric melting pot is three 
gallons. It operates from any 115 volt 
outlet (1,250 watts). Glas-Col Appa- 
ratus Co., Inc., Dept. AL, 711 Hul- 
man St., Terre Haute, Ind. 
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Korelock Panels 
Rigid, hollow-core panels with dec- 


rm een An improved all-steel corner guard 


for drywall construction is announced. 
Features are the nose of the trim 
(which is wider to space spackle fur- 
ther away from corner) and its under- 
cutting which provides a better grip. 
Nose is tapered to the contour of the 
feathered-out spackle. Holes under the 
nose permit spackle to rivet itself into 
the nose with a positive key. Drywall 
Trim, Inc., Dept. AL, 2408 N. Farwell 
Ave., Milwaukee 11, Wis. 
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Power Drill 

A new %” power drill, Model 510, 
is bein distributed by the Dormeyer 
Power Tool Div. Its streamline design 
and die-cast aluminum alloy housing 
permit easy handling in close-quarter 
use and its removable pipe handle pro- 
vides greater control of the drill while 
in operation. Equipped with a geared 
chuck, it offers multiple ball thrust 
bearing and self-lubricating bearings, 
hardened steel gears and rugged con- 
struction for heaviest duty. The capac- 
ity in steel is one-half inch; in hard 
wood, one inch. Switch spring-loaded 
for automatic shutoff and lock for sus- 
tained operation. Dormeyer Corp., 
Power Tool Div., Dept. AL, Kingsbury 
and Huron Sts., Chicago 10, Ill. 
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What's Your Answer? 
(Questions on page 67) 
. The dealer, as pointed out in 
editorial on page 28. 
Kaiser Aluminum & Chemical 
Inc. See coupon on page 4. 
. Ten, including Cape Cod, split 
level, ranch and contemporary de- 
signs as explained in article on 





orative plastic finish, newest addition 
to the Marlite line, are designed for 
quick installation over open framing 
or furring strips. This wall and ceiling 
paneling, called Korelock, consists of 
two sheets of Masonite tempered 
hardboard and an interlocking wood 
core. With the face sheet decorated in 
plain color or wood grain and protect- 
ed by baked plastic finish, the built-up 
anel needs no further finishing. 

ongue-and-groove edges and ends 
and pre-drilled nailing holes speed ap- 
plication. Korelock is made in 2’ x 4’ 
and 2° x 8’ panels of %” thicknesses. 
Marsh Wall Products, Inc., Dept. AL, 
Dover, Ohio. 
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46. 


Lawn-secape Corp. of America. 


” See ad on page 9. 


Fifteen percent according to the 
article beginning on page 30 

. Ceco Steel Products Corp., whose 
ad is on pages 12-13. 
Each project under discussion is 


illustrat 


$3. See page 16. 


Bugher Mfg. Co. whose ad is on 


page 69. 
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by a movie and a talk 
with blackboard drawings. 
story beginning on page 40. 
. Shopmaster. See ad on page 15. 











NEW BOE T Vee: 


Roof Tile. Advantages of Zonatile 
are described in a new booklet. The 
lightweight, insulating reinforced roof 
tile is said to be easily installed over 
standard structural members, forming 
roof deck and providing insulation with 
one material and application. Other 
features include ease of cutting to 
shape, and an attractive undersurface 
finish often eliminating need for paint- 
ing or ceiling treatment. Design data 
and specifications are included in the 
booklet. Zonolite Co., Dept. AL, 135 
S. LaSalle St., Chicago 3, Il. 
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Perspective Ruler. Two-color leaflet 
gives complete data on a new device 
for architects and draftsmen. Accurate 
pre-calculated perspective measure- 
ments and pre-determined locations of 

vanishing points are printed on 
straightedge. Can be used for measur- 
ing; to draw receding lines quickly, 
automatically and accurately to van- 
ishing points. Canlen Co., Dept. AL, 
1239 Monroe Ave., Wyomissing, 
Penna. 
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Wall Paneling. New folder gives 
general data and specifications on Ap- 
palachian Hardwood wall paneling. 
New %” Panelwood, solid wood wall 
surfacing and %” Standard Appala- 
chian wall paneling are covered, Ap- 
plication information is included as 
well as packaging data. Types of 
wood, grades, thickness, moldings and 
other information is given in chart 
form. William-Brownell, Inc., Dept. 
AL, Asheville, N. C. 
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Insulation. A 12-page catalog ful- 
ly describes insulation of Milcor Lok- 
Rib steel buildings by means of Fiber- 
glas products. It outlines benefits in 
comfort and economy of heating plus 
increased protection for stock through 
use of the insulations. The publication 
includes 20 sketches, three photo- 
graphs, six charts and a sample of the 
reinforced aluminum foil with which 
the Fiberglas metal building insula- 
tion is faced. Inland Steel Products 
Co., Dept. AL, 4157 W. Burnham S&t., 
Milwaukee 1, Wis. 


For more data circle No. 23 on coupon, p. 72 





Door Controls. A new folder is 
available on Dor-O-Matic manual door 
controls, the concealed-in-the-floor 
units that are said to control as they 
open and control as they close. Com- 
plete descriptions and applications are 
given on 25 models in the folder. Dor- 
O-Matic Div. of Republic Industries, 
Inc., Dept. AL, 4446 N. Knox Ave., Chi- 
cago 30, Ill. 
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Lawn Care. An informative booklet, 
The Proper Care of Lawns, gives com- 
plete data on the care and maintenance 
of established lawns, or information 
on building a new lawn. Tools for lawn 
care are illustrated and described. Ohio 
Machine Products, Inc., Dept. AL, 105 
Duane St., New York 8, N. Y. 
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Materials Handling Equipment. 
Two-color catalog, Jr. 56G, illustrates 
49 different models of two wheel and 
platform trucks, 12 types of dollies 
and 15 styles of casters, as well as the 
unusual application of balance style 
trucks to trailer-train operation. Ap- 
plication photos and complete specifi- 
cations on each item provide concise 
product data. Nutting Truck and Cast- 
er Co., Dept. AL, 1201 W. Division St. 
Faribault, Minn. 
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Lawn Tools. Catalog pages and en- 
velope stuffers describe the Kaufman 
line: model 12 hedgemaster, the origi- 
nal electric trimmer with double ac- 
tion; DeLuxe model 51, the electric 
grass trimmer, claimed to be easy to 
operate and to do the work ten times 
faster; the K-400 twins — two com- 
plete units combined into one — an 
electric grass trimmer with inter- 
snengenans edger head and blade. 

Kaufman Mfg. Co., Dept. AL, Manito- 
woc, Wis. 
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Pressure Sensitive Tape. The com- 
plete line of Behr-cat pressure sensi- 
tive tapes is colorfully illustrated in 
a new 25-page brochure, Designed to 
speed retail over-the-counter sales, it 
contains tips to householders on vari- 
ous types of freezer, masking, strap- 
ping and electrical tapes. Suggestions 
on selecting proper tape for needs; 





properties, specifications and applica- 
tion data are included for users, as 
well as ro ag for dealers on 
counter dis Behr-Manning, Dept. 
AL, Troy, New York. 
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Aluminum Windows. New catalog 
contains up-to-date information on 
aluminum projected window designs 
and curtain-wall systems, Complete 
specifications and interesting examples 
of aluminum skin-wall construction in- 
corporating the windows are included. 
A designer’s file containing full size 
details and other pertinent data will 
be issued to catalog holders. The Wil- 
liam Bayley Co., Dept. AL, Springfield, 
Ohio, 

For more data circle No. 29 on coupen, p. 72 

How-to-Panel. A two-color booklet 
for homeowners illustrates and des- 
cribes how to panel entire rooms or 
install accent walls without fuss or 
muss. New Georgia-Pacific random 
width decorative oak hardwood ply- 
wood planks are factory finished and 
waxed, may be applied over existing 
walls of plaster, wood or gypsum in 
remodeling; or used over brick, con- 
crete or studs in new construction. 
Georgia-Pacific Plywood Co., oe AL, 
270 Park Ave., New York, N. Y. 
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Wood Schools. Two-color, 24-page 
brochure illustrates theme “better 
schools at less cost with modern wood 
construction.” Non-technical, it pro- 
vides helpful information on stretch- 
ing the school building dollar. Shows 
schools in various parts of the U, §. 
Building techniques described include 
plank and beam, wood joist roof fram- 
ing. trussed rafters, glued laminated 
arches and timber trusses. National 
Lumber Manufacturers Association, 
Dept. AL, 1319 18th St., N. W., Wash- 
ington 6, D.C. 
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Built-Up Roof. Formula Asphalt 
Products hie ae a new Cold- 
Application Built-U Ip Roof materials 
catalog which includes detailed appli- 
cation instructions. The informative, 
illustrated booklet also has application 
instructions and materials required for 
taking care of almost any type of roof 
or dampproofing problem. All work, 
including the new cold-applied built- 
up roof can be done by a regular main- 
tenance crew. Gerwin Industries, Inc., 
Dept. AL, 214 Spring St., Michigan 
City, Ind. 
For more data circle Ne. 32 en coupon, p 
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USE 
OKOMO 
ORNERS 


for ASBESTOS SIDING 





EVERY MANU- 


ASBESTOS SIDING 


COLORS 
TO MATCH 


FACTURER’S 


MADE OF 
ALUMINUM 





LAP OR BEVEL SIDING 
WOOD SHINGLE SHAKES 
PLYWOOD OR HARDBOARD 





Send for Full De- 
talis, Samples and 


FOR BAGGED GOODS. SHINGLES 








LATH, CASE GOODS 


TILT TRUCK gt ome, nose plate wheels for 
running under benesth the pallets. 
A light pull wilt “me to 1000 ibs, loads 
into perfect-balance rolf ng position. 


SATISFACTION GUARANTEED! If not sot. 
isfled after 10 dey triel, return truck(s) 
for your money beck. 





Prices 


BUGHER MFG. CO. neo 








ANTHONY TRUCK CO., Podesdh, Ky. 
Send price and literature to 








Address City State 
211 S. Main Street, Kokomo, Ind. Dincic shnreesoncnsvcorveana peapiealeennamaieeante 
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Classified Advertising 


Terme — Cash With Order 
Minimum Charge $5.00 


| Time —20e por word for each insertion. 
Sinton ‘chosge ol 0100 nea tien: 
3 Times — ISe per word for each consecutive 
4 Minimum charge of 75c 


Add $1 
fad 51-90 per insertion for blind ads bearing 


if 


cation. Advertisements in 
point style. No cule or special borders 


Replies forwarded 1S without obdhtionat charge. 
a 
epeciiod or used, soquler line sete le charged, 
When answ box n 
bes eae ering lumubors or mailing copy 


AMERICAN LUMBERMAN, . 
138 N, Claw St., Chicago 2G: 





HELP WANTED 








experi- 
with 


desires to 
pa ate eae 
Good —— Very litle traveling. -_ 
own hand wri 1 
seer | education and Erte possene 











— = ~F yy 
: oe seer e’pernal i = later. 


Addvons Dente ke 4-55 American Lumberman 





and salary pormmen ceetiecaaned 








HELP WANTED 





Manager to take charge of a — retail lum- 

ber and building supply store ay estab- 

lished compeny with com: isto “te of mer- 

a mage dvertising, dispicy Aa. 5 - promotion. 
ond Spocntive, plan. | Give references. 

se. ess Box J-22 

nc. 








WANTED: Man with seals lumber experience 
to supervise pow et ards for line yard 
company. Address Box J- i American L - 


man, Inc. 


SALES REPRESENTATIVES 
WANTED 





Representative for advertising agency estab- 
lished 37 years. Call on lumber dealers in 
New York, New Jersey and some New land 
poo ad Knowledge of advertising or experience 

on executives. Salary, commissions, 
bonus. Address Box J-23 American Lumberman. 
nc 





EXECUTIVE TvPES out REPRESENTATIVE 





WANTED: | man with ability and ex- 
perience in retail lumber business for man- 
ager in well established yard and building 
material store. Address Box J-21 American 
Lumberman, Inc. 





WANTED 
Log buyer for hardwood band mill. Must be 
qualified in timber estimating, honest, sober 
— energetic. State age, experience, salar 
cted and reliable references. THURES 
Lu BER COMPANY, Box 146, Howell, 
Michigan 





Well gutiched | ang = ogy retail yard needs 
experienced about 30, as yard 
foreman. Michig con mn location. Address Box J-33, 


Inc., giving details. 








Detailer and Estimator—iumber and millwork 
od lan e _— oe yore in Northern Ohio. Write 

Lumberman, Inc., giving 
—— Ay — salary desired. 





SITUATIONS WANTED 





1 b j é 


from p t locati 4 ‘in mn 

saling in Oregon. tay, gee years in own 

retail ~- in midwest. Able to manage and 

invest ration. Age 40. Address Box ]-24 
rican Toabennn. Inc. 











as ne ~ ve, experienced executive, not yet 40, 
top be ~~ -~ Excellent 
Soeetedes of eet yard manage- 
ment, warehousing, buying of mill 
work, and allied products, and sales to build- 

‘on p | knowledge of adver- 
t' . pr tion, home im- 
provement packages and financing ng. 
to home owners. Some knowledge of plumb- 
ing. heatin q and specialized hardware. Per- 








Excellent nee... for yor Sinan man to 
join large in field of 
preservatively treated forest Eigtuae, Domes- 
tic and foreign distribution. College degree in 
Engineering and/or experience in this field 
yee Age 28 to 35. All replies in con- 

dence. Address—Sales Representative, P. O. 
Box 1426, Houston | 





, Texas. 





BUSINESSES WANTED 





WANTED — LUMBER YARD 
pests, Seenten & 1 in Central Upstate New baa 
ust er id siding. i, 
yao ke panes. ]. Mulroy, Box ox 5008, Alban 





WANTED — RAILS 





RAILS. New and Relaying 
Bought and Sold 


1000 Good Serviceable 
Kiln Trucks, in stock 
$6.00 each. 


M. K. FRANE 
480 Lexington Ave., New York 17, N. Y. 





USED MACHINERY WANTED 





TRADE 
E}ectric Mot — Controls — Transformers. 
For use in pla and ow mills FOR Tri- 
Pacer or Cesna 170. Must be 1952 or newer. 
wn all a} epecmoaticns fs on plane in oo — 


trade for cash diff 
Pt "Sox ‘Sua “STATE COLLEGE STATION. 
RALEIGH, N. C. 








BUSINESSES FOR SALE 





sonal record and reputation open to i 
Address Box J-25 American Lumberman, Inc. 





Young man desires chall ti with 
moderate size wholesaler, gt. sales 
supervision and purchasing from mills. a 
leadership qualities: 
one 5 pogeee. eoenee f seltwoed hnowtedes 

acqu Mi le 
Atlantic States’ ‘praleried- wien Box ]-26 

















BOOKKEEPER 
Have preference for distribution yard, whole- 
sale or some manufacturing. Would consider 
any vacancy. Fi lumber terms. Been self 


4 oles 
eae: po Thy, 4 t 








SALES REPRESENTATIVES 
WANTED 





Active Metal Moulding Sa 
Pull time or side line. tl ne teen 
hardware —furniture stores—cabinet shops — 


‘ories 
National Al 5 
open, a +4 =e y. 1134 Alum 


SOUTHERN CALIFORNIA LUMBER YARDS 
FOR SALE 


Advise amount you wish to invest; also see 
our ad in previous issues 
Twohy Lumber Co., Licensed types yard 
brokers for over 40 years. 714 W. Olympic 
Bivd., Los Angeles 15. 





FOR SALE Profitable lumber and building su 
ply business including 

center of the most productive farming area in 
Northern Illinois. Complete stock. Business 








etic man. Address Box F: 
L rman, Inc. 





For Sale: Yard located in South-Central Wis- 
consin. Best Sony -: p Soeseg section. Com- 
pany owns all the und the yard is located 
cn end meee gos Yabew ee clan 00 A ard 
an pment. amounting to abou 

000.00 00 to be taken over at market. Sicuses 
only in buyer who has or sound securi- 
ties. Annual business between $150,000 and 
$175,000. Owner gegen | to retire account age. 
Address Box H-47 Inc. 


FOR SALE 
Attractive Lumber Yard in Central Minnesota. 








DETAILER AND BILLER 








Seneteetuape -_" & esent Ame 
rs Age » uopeecent A t rica’s 


able. 
=. Goalie b ra t It. 
Yourseli Kit on sight assuring sol paris, Be ty 


234 South Ye og oe . Mich. 





Recently built. Prosperous territ Average 

anaval sales | ‘000. Volume can —~* iy ~ 
000. Address Box Bon H st Kner. 

ican Eabetaes. Inc. 

FOR SALE: Lumber and complet: pe 

terials store. 


yar Good location, 
ern New York State. Annual sales $170,000 
Address Box H-53 American Lumberman, Inc. 
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BUSINESSES FOR SALE 


BUSINESS OPPORTUNITIES 





FOR SALE 


Retail Lumber and Subdien © Material Yard in 
t wing town of 12.000 
West Texas. Farming. ranching and oil trade. 
50 mile trade area. 150 ft. frontage x 115 ft. 
depth on leading Highway to Farm area. 
paige seies office, display room and lumber sheds. 
nite years, Gross sales last year 
$200, 000.00. pic approximately the same. 
40 percent to ae mark-up on sales. 
This b a real money maker. 
R for r wants a change. 
Ideal climat y spends the 
winter. Will sacrifice for cash sale $30,000.00 
and inventory, (approximately $20,000.00). Will 
sell accounts receivable at oT, (approxi- 
mately $20,000.00). Also $40,000.00 Four Bed- 
room Home and other business lots 4 sale 
if interested. Might consider equity in nice 
motel in Southwest or other business prop- 
erty in trade. 


Address: PECOS LUMBER CO. 
Box 293, Pecos, Texas 


Larry Ross. Owner 


FOR SALE 


Retail lumber, builders supply and coal yard 
located Nevihern Ind 25 miles south of South 
Bend in ann cee I -—_ Gross sales run be- 
tween $350,000.00 per year. 
Sales A... 15% A. of 1954. The only 
ta in a town of population and a good 
— a community. Priced at $40,000.00 for 
tend, uildings and all equipment. plus in- 
ventory at cost which runs from $40,000.00 to 
excellent opportunity for some 
one who is interested in profits. Address Box 
]-27 American Lumberman, Inc. 








FOR LEASE 


Long established retail yard. Eastern Michigan 
industrial city. Excellent buildinas, location 
and profit record. Will take $75,000.00 to 
handle. Owner has other interests. A real 
opportunity. Address Box J-28 American Lum- 
berman, Inc. 





FOR SALE—Old established Lumber and Build- 
ing Supply firm, includi: Planing Mill. 
Located progressive southwestern Penna. 
town in center of hard and soft wood produc- 
ing area and pean center. Ample room for 
expansion. Addr ox J-29 American Lum- 
berman, Inc. 





FOR SALE: Retail Lumber and Hardware busi- 
ness located in thriving Western Chicago 
suburb. Trading area of 50,000. 150’ frontage 
on main highway in town. Cyclone Fence. 
ample storage buildings and sheds. 64,000’ 
yard area. Yard laid out for lift truck opera- 
tion. Doing 1! million dollars a year. iting 


WOULD YOU MAKE A GOOD WORKING 
PARTNER with two ambitious young men in 
Retail Lumber and Building Mate Busi- 
ness? Senior partner plants retirement. Chance 
to invest approximately $25.000 in old firm. 
Write complete qualifications. Southern Cali- 
oa 1 information. Pres. 
. Address Box J-32 
Sees Lumberman, Inc. 





4 Rel 








MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA + reid co. 
Minneapolis, Minn. 





DOUBLE YOUR NDOME from your news- 


r oye A usin: rs low cost 
PTimber- -r-r’ For cots write 
to be a LILLY AD ADVERTISING, Box 167, Long 
Beach 1, California 





FOR SALE 
Distributor’s Close Out of COLUMBIAMATIC 
Tension Screens. About 650 in new, unopened 
cartons. Below Cost. Write the CROM DIS- 
TRIBUTING COMPANY, Box 178, Williamsport, 
Pa. 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 


Extension Ladder Rails 
Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 
Inquiries answered promptly: 
Al Clements Lumber Co. 


Phone 6-2531 TWX EG-049-U 





USED MACHINERY FOR SALE 





We are changing to a 72” carrier and lift truck 
cka @ and eter op gate 1 wwe vous ol Dem 
Biraddle °C Series 70 model 6663-60" 


apacity. Paice sce $2975.00 f.o.b. our plant. This 
moans is like new and a bargain at the 
above price. 
HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 14, Ill. 





to sell inventory, trucks and office equip 

for cash. Will sell land and buildings on ton 
year contract, or will lease. Only principals 
with a minimum of $200,000 need reply. Ad- 
dress Box J-30 Amrican Lumberman. Ge. 





FOR SALE 
Good retail lumber and building materials 
ard. In Ly nes Iowa. One yard town. 
d buildings. The best farm territory. 
Average $150,400.00 per year volume. Inven- 
tery about $35,000.00. Address Box J-31 Ameri- 
can Lumberman, Inc. 





FOR SALE 


Lumber Yard—Because of the death of one 
of the partners we have decided to sell. This 
is one of the better class yards that has been 
in business since 1921 and has been a con- 
sistent money —y We propose to sell as 
@ going concern. oe of the personel de- 
sires to stay in the business and own some 
stock in same. Stock at present will inventory 
about $50,000.00. Office, land, buil and 
equipment about $55,000.00. Will sell stock 
and equipment only, if desired, and lease 
buildings and grounds. The Muscle Shoals 
area is today one of the brightest spots in 
America. Call or write 

R. A. Stricklin 

1017 Jackson Road 

Florence, Alabama 





DENVER, COLORADO. Lumber yard (real es- 
tate and machinery and equipment, plus in- 
vent . A sizeable A-1 property and a long 
estab: business. Address Box J-38, Ameri- 
can Lumberman, Inc. 


BUILDING Propucts MERCHANDISER 


FOR SALE 


We will be receiving new equipment from Ross 
and can offer for sale and d Immediate goteory 


Hydraulic side shift carriage 66 Operator's 
pe 72" forks can be Py down to any 
esired width. Lift height Ross will = 


down towers if a lower et is required for 

clearance, on the 28° tons. Also available: 

= Model SW Ross lift truck car unloader, 

note 9 free lift. fork a 42”, stand. 

A, with 60° extension. ea counter- 

we yo 2 Ewe, be med for closed loading. Price 
hicago. 


weal LUMBER COMPANY 


1350 W. Fullerton 
Chicago 14, Il. 





BOOKS FOR SALE 





Mi OF BUILDING TERMS. 6% 

s py illustrations, charts and 

assist lumber and building material 

dealers — the operation of their business. 

Manual of Pusdomentals of light construction 

and building materials for lumber dealers. 
Excellent presentation. Price 50c. 


LOGGING. By N. C. Brown. She setnciptcs 
and methods of harvestin 
United States and Canada. 
the t and rf to gain a better un- 
derstanding of logging methods employed. 
Price $5.00, 


AMERICAN LUMBERMAN, INC. 
138 N. Clark St., Chicago 2, Ml. 











NEW LITERATURE 
(begins on page 69) 





Ordering for Unloading. 
lustrated manual “Ordering Masonite 
Presdwood Products for Mechanical 
Unloading,” gives recommendations 
for ideal type of lift truck for unload- 
ing; car loading to minimize damage in 
transit; panel unitizing, unit loading 
data, planning order for mechani- 
cal unloading and an extensive table of 
unitizing limitations for various lift 
truck capacities. Masonite Corp., Dept. 
AL - Service Bureau, 111 W. Washing- 
ton St., Chicago 2, Ill. 


For more data cirele No, 42 on coupon, p. 72 


Hollow Partitions with Channel 
Studs, technical bulletin No. 15, has 
been issued by the Metal Lath Manu- 
facturers Association. Descriptive ma- 
terial poqeesng uses for these parti- 
tions is followed by complete specifi- 
cations. Allowable partition heights 
for various partition thicknesses are 
given together with fire resistive rat- 
ings. Details of construction show 
various buck installations and methods 
of stud anchorage. Metal Lath Manu- 
facturers Association, Engineers 
Building, Dept. AL, Cleveland 14, Ohio. 


For more data circle No, 45 on coupon, p. 72 


An il- 


Redesign of the yoke supporting the 
drum on Muller 6-S tilting type con- 
crete mixer and the main frame, is 
described in new literature. The manu- 
facturer states these changes have 
made the entire structure stronger and 
more rigid and reduced vibration to 
a minimum in heavy duty use. Tim- 
ken bearings are supplied in drum 
spindle and countershaft bearings as 
well as in dise type wheels. alter 
Muller, president, Muller Machinery 
Co., Ine., Dept. AL, Metuchen, N. J. 


For more data circle No, 44 on coupon, p. 72 


A tabloid — 12-page, step-by-step 
data on how to establish a power tool 
workshop—is slanted to the beginner. 
Photo-illustrated, it is the story of a 
couple who know nothing about tools, 
but want to start a small shop to save 
money on do-it-yourself home im- 
provements. Explanations and descrip- 
tions of tool accessories and what 
each will do are featured. Delta 
Power Tool Div., Rockwell Mfg. Co., 
Dept. AL, 400 Lexington Ave., 
Pittsburgh, Penna. 


For more data cirele No, 45 on coupon, p. 72 


Kitchen-aire Ventilating Fans and 
Range Hoods is the name of a folder 
giving installation data and specifica- 
tions on the various models. The mul- 
tiple ventilation systems are said to 
give more ventilation for less money. 
Kitchen-aires are also said to be ultra- 

uiet and easy to install. Stewart 
ndustries, Inc., Dept. AL, 818-X E. 
St. Joseph St., Indianapolis, Ind. 


For more data circle No. 46 on coupon, p. 72 


Lumber Protection. Booklet explains 
in detail, the operations and methods 
used by various lumber wholesalers 
and dealers to protect lumber for stor- 
age and shipment with waterproof 
paper. “How to Protect Lumber with 
Waterproof Paper for Shipment and 
Storage.” American Sisalkraft.Corp., 
Dept. AL, Sales Promotion, Attleboro, 


Mass. 
Por more data circle No. 47 on coupon, p. 72 
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Dial “"R" for Rollers 


A self-selecting merchandiser that 
automatically picks the right paint 
roller cover for any paint or wall sur- 
face is announced. Now a customer 
—without the aid of a clerk—can come 
into a store, note the type of wall sur- 
face on the EZ Paintr Gem’s selector 
dial, move the wheel to the kind of 
paint he is going to apply, and the 
proper roller cover to use pops up in 
the indicator window. Then the custo- 
mer can select one of the handles 
recommended on the display board; 
assemble cover, handle and tray from 
the stocking bins and put his set in a 
carton. EZ Paintr Corp., Dept. AL, 
4051 8. lowa Ave., Milwaukee 7, Wis. 


For more data circle No. 33 on coupon, p. 72 





Duraflex Thresholds 


A self-selling floor display featur- 
ing Duraflex thresholds is announced 
by the manufacturer. Duraflex thres- 
hold’s durable aluminum base and 
flexible vinyl arch provide positive 
sealing, it is claimed. The Duraflex 





Co., t. AL, 3275 N.W. 87th St., 
Miami, Fla, eo. 
For more data circle No. 34 on coupon, p. 72 Or, 


wi 


Color Selling Center 


Everything a paint dealer needs to 
sell color is claimed to be compactly 
presented in this new Color Selling 
Center package. Highlight of the 
package is a permanent color selector, 
which contains complete selling facts 
and color chips of the entire Acme 
line. The selector can be wall-mount- 
ed or used on a counter. Known as a 
silent salesman, it shows all of the 
Acme standard colors plus hundreds 
of inter-mixtures with mixing formu- 
las. The complete Color Selling Center 
poctoee includes 96 tubes of Acme 

inting Colors, an indexed carton of 
432 color chips (which will be replaced 
free when used) and 50 post cards for 
direct mail. Acme Quality Paints, Inc., 
Dept. AL, 8250 St. Aubin Ave., De- 
troit 11, Mich. 


For more data circle No. 35 on coupon, p. 72 





Tool Merchandising Display 


Too] dealers are offered a new self- 
contained motion display which shows, 
through a tool case cutaway, actual 
gear operations in their Grips Rite 
Angle Head. This display, powered by 
a standard %” drill from the jobber’s 
stock, also emphasizes the ability of 
the Parco product to bore in limited 
space areas. Fitted with a Planetor 
bit, the Angle Head can be used be- 
tween 12” centers. Drill speed is re- 
duced to a slower pace for viewing the 
tools in operation, by cutting the wat- 
tage to the installation with a light 
bulb. Price & Rutzebeck, Dept. AL, 
22150 Meekland Ave., Hayward, Calif. 


For more data circle No. 36 on coupon, p. 72 
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For specialized protection in casualty insurance ond bonds 





Lumbermens “iW cu.y “ay 


v 5 : Operating in New York stote as (American) Lumbermens Mutual Cosvalty C 
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GILLIES BROS. & CO. Ltd. 
BRAESIDE, ONTARIO, CANADA 


min ot WHITE DINE sms. 


Also some Norway and Spruce 


AIR-SEASONED WATER-CURED 


Rough or Dressed 








Capacity 28 million feet annually 
Sawmills — Braeside and Temagami, Ontario 
Established 1842 — Member W.A.W.L, 
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Linoleum Display 

Merchandiser display rack stocks six 
rolls of Armstrong linoleum in the 
new 24-inch width, designed for do-it- 
yourself trade. Rolls are held hori- 
zontally in less than six square feet of 
floor space and various size strips can 
be easily cut off roll by dealer. Illus- 
trated booklets describing each step in 
installation are held within easy reach 
of the customer. Armstrong Cork Co., 
Dept. AL, Lancaster, Penna. 


For more data circle No. 37 on coupon, p. 72 


Star Chief Steel Tape 


A compact new package in a bright 





red, white and black color combina- 
tion has been designed as a merchan- 
dising display for the new Carlson 
Star Chief steel measuring tapes. The 
package contains two each of the 25’, 

Myrt;: “And what did he do when you told him you didn’t want 50’ and 100’ tapes. The dealer needs 
to see him any more ?” only to fold the box into position, 

Margo: “Why, he turned out the lights.” place a 25’ tape and a 50° tape in the 
slots on the face of the box to have 


“I'm a stranger here 


Sailor ashore to pretty girl 
direct me to your house?” 


Can you 


* a a 





littl a self-merchandising display for the 
-_ : ; aii counter (5%” x 7”). Copy on the 
. 1¢@ , 2 Ig at ‘ ( “TY > < ; 
l'wo housewives, while waiting their turn a th grocer store, box points up seven exclusive fea- 
were overheard discussing the last depression. “It came at such 


tures found only on a Carlson Star 


a bad time,” said one. “Just when everyone was out of work Chief steel tape. Carlson & Sullivan, 





* * * 

Guest: “Well, good night. Hope we haven't kept you up too 
late.” 

Host: “Oh, that’s all right. We'd have been getting up soon 
anyway.” 

+ a 4 

THE TIME HAS COME: We are now accepting FIRM 

ORDERS for our new modern DFPA Sheathing Plant. This 


stock is a 100% hot press quality sheathing that is designed to 
have you and your customers coming back for more again and 
again. 

YOU send us your requirements and We will supply a qual- 
ity sheathing, combined with dependable MAUK service that is 
going to mean added profits to you 


oe Hg 
Simple Celia says a pantry is where you keep your underwear 
ee. & 


“I know a place where the women wear hardly anything except 
a string of beads once in a while.” 
“Yeah? Where is that?” 
“Around their necks.” 
oF * * 


Evening is that time when people do the crasiest things to keep 

from going to bed 
* + + 

Male voice on telephone 

Female voice 

Male voice 

Female voice 
anyway.” 


Say, Mabel, may I come over tonight ?” 
“Sure, Bill, come on over.” 

“Why, this isn’t Bill.” 
Well, this isn’t Mabel either but come on over 


* * * 


Do You Know What Dep't 

Do you know what a quartet is’ 
other three can’t sing 

Do you know what triplets are’? 
can hardly believe his own census 

Do you know what a profit is? What you get lots of when you 
sell MAUK Lumber Co. Products 


* 7 + 


MAUK Seattle Lumber Co. 
Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohie 


Four people who think the 


Multiple birth where a man 


74 
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Inec., Dept. A 


, Monrovia, Calif. 


For more data circle No. 38 on coupon, p. 72 





Help-Y ourself Display 

A new help-yourself counter display 
that gives eye-level point-of-sale to 
popular sizes of Rocket Wallgrips is 
available. The merchandiser, printed 
in black, red and white, is provided at 
no extra charge with an assortment 
of 170 Wallgrips. Reinforced metal 
edges lend additional strength to the 
sturdy display package to insure long- 
time use. Weight of the counter dis- 
play is five pounds. Rocket Devices 
Corp., Dept. AL, 142 Liberty St., New 
York 6, N. Y. 


For more data circle No. 39 on coupon, p. 72 


Roofing in Cartons 


Quaker State Metals is now pack- 
corrugated 
roofing in rolls in protective-display 


aging their 


cartons. Printed 


and black, cartons will be in 28” and 
48” heights to carry the aluminum 
in rolls in four sizes: 28” wide 
x 50’ long, 28” wide x 100’, 48” wide 
x 50’ and 48” wide x 100’ lengths. 
Material is available in both mill finish 
Display-wise these car- 


roofin 


or embossed. 


aluminum 


in colorful orange 





tons can be angle cut at top to expose 


rolled aluminum, 


Suggested installa- 


tion instructions and helpful hints as 
well as suggested applications illus- 
trating uses are printed right on the 


carton. Quaker 


State 


Metals Co., 


Dept. AL, Lancaster, Penna. 


For more data circle No. 40 on coupon, p. 72 





Handy Home Display Rack 

A new floor display rack valued at 
$15 is being offered free to retailers 
with an initial order of assorted Han- 
dy Home products at a special intro- 
ductory price. Made of metal rods, 
the rack takes up only 2% square feet 
of floor space, yet holds a full display 
of the newly introduced line of sand- 
paper sheets, beits and discs; adhe- 
sives, hand sanders and masking tape. 
Coated Abrasives Div., Armour and 
Company, Dept. AL, Chicago 9, Ill. 


For more data circle No. 41 on coupon, p. 72 
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Ambassadors of good will 
creating fine impressions everywhere! 


Ball Bearing 
DOOR BUTTS 


Doors sucug 20 o-n-0-0-¢-4l 





These brass finished, precision-built butts have 

that quality look that gives the assurance 
of strength and service dependability. 

A generous assortment of styles and 

sizes are available to serve practi- 

cally every door requirement. 

Butts are made in either the 


ball or button-tip styles and 


—— (— eet | 


ies % 
fe 


with square or round 


corners whichever 


iF. 
# 


aia : . Jj , : a best fits the project 
Use three Butts ts | i proj 


at hand 


instead of two 


Leading architects and builders 


recommend the use of three butts to 





every door instead of two, thereby 

assuring even distribution of the weight of 

the doors which are thus held in perfect 
alignment; there is likewise less danger of doors 
warping in a three butt installation. 

Butt sizes are 32, 4 and 42 inch and can be furnished 


in the template-type of butt if desired. 


Vertionial ANUFACTURING COMPANY : sterig, linoi 
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